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THE APPROACHING 
CONSOLIDATION... 


. « Creating A NEW BANK 


of nation-wide importance in 51 and service 


HE approaching con- 
solidation of Illinois 
Merchants’ Trust 
Company and Conti- 
nental National Bank 


= 


of Chicago under the name Cont- 


and Trust Company 


NENTAL ILLINOIS BANK AND TRUST 
Company will unite Chicago’s two 
largest banks to form a banking 
house of nation-wide and interna- 
tional importance. 

In size, ConTINENTAL ILLINOIS 
BankK AND Trust Company, with 
its resources of more than a billion 
dollars, will rank with the foremost 
banking houses of the world. 

The new institution will serve 
more banks in this country and 


- 


abroad than any other bank in the 
United States. 

It is planned that the consoli- 
dated bank will be a member of 
the Federal Reserve System. 

The uniting of our Bond Depart- 
ment and Continental National Com- 
pany to form ConTINENTAL ILLINoIs 
Company will not only create a 
$20,000,000 securities company, 
but will bring together two organi- 
zations of unusual experience and 
equipment in the investment field. 

To our customers and to all 
those interested in the enlarged 
service facilities to be offered by 
the new bank, we extend a cordial 
invitation to communicate with our 
officers. 


ILLINOIS MERCHANTS 
TRUST COMPANY 


Resources Over 45 O <Million Dollars 


CHICAGO 


Readers will confer a favor by mentioning THE NOVEMBER, 1928 BANKERS MONTHLY when writing to our advertisers 
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The South Pole flown over—the 
secrets of its ice-locked wastes at 
last revealed! Flashed to the world 
already, perhaps, this news. 

Thus ending the last great chap- 
ter of man’s attempts to know 
earth’s far places. A story summed 
up for us in maps. 


Monuments to man’s patience 
and courage, they stand. Maps. 
Finest expressions of his most 
splendid of all adventures—his con- 
quest of the earth. 
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To the imaginative mind, maps 
still bring much the same joy of 
discovery men knew when the world 
was young. For one is constantly 
rewarded with unexpected finds— 
one’s horizon ever widened. 


Some of Rand M¢Nally & Company’s 


Products and Departments 








Acquaint yourself with the pleas- 
ures of map reading. Take up this 
most stimulating intellectual pur- 
suit. With its magic to carry you 
to distant lands, to conjure up the 
great figures of history and from 
books you cherish most. 


Keep an atlas where you can 
consult it readily, or a_ globe. 
Rand M¢Nally Maps, Globes and 
Atlases are always scientific, accu- 
rate, up to date. Obtainable at lead- 
ing booksellers’, stationers’, or direct. 


Ael Child Lite Magazine Ranp MENALLY & Go 
Mapes G syed Banker's Monthly “ & MIPANY 
School Maps seneral Atlases Banker's Directory 
Auto Road Maps Commercial Atlas Banker's Bulletin Map Headquarters 
Commercial Maps Goode School Atlas Aviation : 
ope ey Publications _ Railroad and Bus Tickets ; Dept. N-23 
Text Books Coupon Books 536 S, Clark Street, Chicago 270 Madison Avenue, New York 


Globes 


Children's Books 


General Printing 


Washington 









Readers will confer a favor by mentioning THE NOVEMBER, 1928 BANKERS MONTHLY when writing to our advertisers 


San Francisco Los Angeles 











i 
| 
| 


sere 





Detroit's 


Industrial Barometer 


Indicates a Population Increase of 100% in 
the Next Seventeen Years 


This prediction is made by the Michigan Bell 
Telephone Company after an exhaustive indus- 
trial survey. Their similar estimate made in 
1910 proved to be 10% on the conservative side 
of present-day population figures. 


for Your Detroit Business— 


FIRST 
NATIONAL BANK 


FIRST NATIONAL COMPANY 
OF DETROIT, INC. 
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The Bankers Monthly Round Table 


What A Depositor May Do 


For His Bank 


1. Carry a deposit 
large enough so that 
the bank can make a 
profit on the account. 


2. Write checks 
properly so that there 
is less danger of loss 
to depositor or the 
bank. 


3. Avoid writing 
checks for payments 
that might just as 
conveniently be made 
in cash and thus save 
the bank unnecessary 
work. 


4. Keep a careful 
record of all checks 
made so that the 
bank’s statement may 
beaccurately checked. 


5. Ask the bank to 
perform only those 
services for which it 
is equipped. 


6. Refrain from 
drawing money rep- 
resented by the de- 
posit of checks before 
the bank has had an 
opportunity to collect 
the check from the 
bank on which it was 
drawn. 


7. Report promptly and a community institution, and 


By JOHN Y. BEATY 


The depositor’s 
opportunity 


O have an important part in the 

development of the community is 
a privilege especially enjoyed by bank 
depositors. Naturally, the develop- 
ment of any community enterprise takes 
place only when properly financed. 
Consequently, communities grow in 
proportion to the success with which 
their banks finance local industries. 
On the other hand, as local industries 
grow, the local bank grows and develops. 

That is why it is a real privilege for 
any bank depositor to have an import- 
ant part in developing the community’s 
financial organization. 

Banks do not grow without depositors. 
Neither do they grow unless their de- 
positors grow and unless they get more 
depositors. 


The bank tries to serve its customers 
to their special advantage in order that 
it may merit their support and aid. 
When it gets this, it grows, becomes 
stronger and safer. 

It is appropriate, therefore, that the 
bank should inform depositors that there 
are certain definite things they may do 
for the bank. The list published on this 
page is suggestive. 








The Editor’s Viewpoint 


10. Trainthefamily 
to accumulate savings 
by depositing some- 
thing every week. 


11. Suggest the 
bank to friends. 


12. Borrow from 
the bank instead of 
from loan sharks. 


13. Suggest the 
bank for deposits of 
organizations in which 
membership is held. 


14. Inform the 
banker about any im- 
portant change in 
business affairs. 


15. Use checks and 
deposit slips only for 
the purpose for which 
they were made. 


16. Enlist the 
banker’s advice on im- 
portant community or 
industrial projects. 


17. Employ the 
bank in all capacities 
for which it is equippd 
to serve. 


18. Encourage the 
teaching of thrift 
in the public schools. 


19. Ask the banker’s help 


frankly any apparent over- help it grow so that it may in the investment of surplus 
sight, neglect or mistake on _ better serve the community. funds. 


the part of the bank. 


9. Establishsavingsaccounts Beertnte of tte pegs without Sle ten, Sur aber teiten 


8. Look upon the bank as for all members of the family. te had at two cenis each. Please send cash with order 
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in L.B.Sectional Steel Ledger Desk 
Here are two units of the L. B. Steel 
Savings Ledger Desk. Together they 
provide capacity for 10,000 accounts. 
1d All instantly accessible. 
or 
*h 
One out of 10,000! Or 100,000! Or more! the needs of a crowded bookkeeping depart- 
5 The L. B. Savings Card Ledger offers you ment. And you win economy whether your 
: instantaneous reference. Your finger finds bank be large or small, whether you post 
a the one account you want—without touch- _ by hand or by machine. 
or ing any other. There is much for you in this story of the 
You speed window service and you speed L.B.Savings Card Ledger. But the Man from 
. posting when you install this modern ledger. Remington Rand can tell it in fifteen min- 
m You concentrate your accounts within utes of your time. The coupon invites 
d the limits of the savings cage or to fit him for an interesting visit with you. 











ureau 


Library Bureau Div., Remington Rand Business Service Inc. 
465 Washington St., Buffalo, N. Y. 

I'll give the man from Remington Rand fifteen minutes to 
tell me of the speed and space economy of the L. B. Savings 
Card Ledger. 
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Business Service Inc. “ " 
465 Washington Street, Buffalo, N. Y. aE RS 
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A Worthy Environment for the Directing Heads of a Great Institution 


HE modern bank building should present a feeling of restful 
sturdiness. In the experienced hands of specialists architectural 
beauty is not attained at the sacrifice of utility and economy, but 


is combined with them, creating the real character of the building. 


SIMONS, BRITTAIN & ENGLISH 
BANK ARCHITECTS 


PHILADELPHIA 336 Fourtu Avenue, Pittsburgh COLUMBUS 


Designers of Bank Buildings since 1914 
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Reduce expenses 


Increase income 


And you have the 


formula to 


Make 
Banking Profits 


Grow 


By JOHN S. LOVE 


Superintendent of Banks, State of Mississippi 


HEN the general public thinks 

of bank losses, official defalea- 
tions and dishonesty naturally come 
to mind. 

This is one cause of loss, but only 
in isolated eases. Close and careful 
supervision will reduce this evil to a 
minimum. 

Another is mismanagement. Here 
again, however, the way out lies 
through education and a weeding-out 
of the inefficient and those tempera- 
mentally unfit for banking business. 

Many losses are attributable, pri- 
marily to commercial banks furnish- 
ing capital to customers instead of 
credit. 


Prevent losses 


No loan secured by stocks should 
be acceptable to, or passed by, any 
bank, unless the stock of the com- 
pany has a commercial value, or un- 
less the company has been in opera- 
tion long enough to prove its stand- 
ing. 

Too many banks are furnishing 


eredit to special lines in excess 
amounts. 
These lines, unfortunately, are 


often found among the bank’s own 
directors. No director can com- 
petently serve on the bank’s board 
where that bank is earrying for him 
a large line not fully secured, or self- 
liquidating. 





Finally, it is my deliberate opinion 
that many losses may be traced to 
that atmosphere of easy credit. This 
is bad training for the public mind. 

All too frequently the facilities of 
a bank, and the friendship of a 
banker are both abused. 

The officers of a bank are often 
responsible for the false notion of 
easy credit. No wise banker will al- 
low himself to be placed in such an 
awkward position. Yet in the coun- 
try bank, the active officer must be 
a versatile man, and the problem of 
attracting business and at the same 
time passing judiciously and wisely 
on eredits is most difficult. 








No bank which serves gratuitously 
as bookkeeper and public accountant 
for the community can expect to se- 
cure any return on the vast majority 
of its accounts. It is fair that a bank 
should allow its own strength and 
vitality to be sapped in such a 
fashion ? 

No sensible depositor, no reason- 
able man, can expect a banking in- 
stitution to spend its energies and 
drain away its strength in such 
fashion as to destroy its ability to 
come to the aid of worthwhile busi- 
ness enterprises, and prevent it from 
serving as a financial bulwark in 































By Profitable Accounts 


By New Depositors 


By Time Depositors 


stronger security. 
By Bank Stock Investors 


By Borrowers 


customers. 


By Employes 


what it does. 
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A Service-Charge 
Bank Is Preferred— 


Because of the greater prestige it gives checks. 


By Substantial Depositors 


Because it uses greater care in the selection of its 
business, is invariably more successful, has greater 
earning power and offers stronger security for funds. 


Because it invariably offers better service and stronger 
security, and its officers are more courteous because 
not continuously involved in the details incident 
to the handling of hundreds or thousands of un- 
profitable and annoying accounts. 


By Unprofitable Depositors 


Because they do pay charges and respect the bank with 
sufficient courage to demand compensation for 
The service charge increases their 
self respect, increases their pride in their bank 
accounts, and stimulates their desire to build their 
accounts above the service charge range.— 


C. M. Dopler of Edward R. Burt & Co., Chicago. 


periods of stress and strain—the very 
purpose for which it is organized. 

It is a truism to say that banks 
exist to render service. This idea 
has been so emphasized by bankers 
themselves in a thoroughly laudable 
effort to win the good will and the 
confidence of the public, so much so 
that the bank’s obligation to its 
stockholders has been lost sight of 
and its solemn responsibility to rep- 
resent, both by precept and example. 
the soundest principles of good busi- 
ness has been overlooked. 


A bank should be so operated as 
to furnish a practical illustration of 





Because it can afford to offer better inducements and 


Because it grows faster and pays bigger dividends. 


Because its methods are just and all customers fare 
alike, paying for what they get and not being 
overcharged to offset the losses on unprofitable 


Because they are not harried by the countless annoy- 
ing exactions of unprofitable customers. 





the finest and best of modern meth- 
ods and twentieth century efficiency, 
As the structure which houses it gen- 
erally symbolizes strength, stability, 
and permanence in the eyes of the 
public, so the practices of the insti- 
tution itself should furnish a eri- 
terion by which all other business 
enterprises in the community may 
be judged. 

In my own state of Mississippi, 
during the last five vears, there was 
an inerease of 28.2% in the gross 
earnings of the 312 state banks, but 
during the same period the net earn- 
ings of these same banks increased 
only 21.6%. In other words, though 
the volume of business materially in- 
creased, net earnings did not rise in 
the same proportion. 

During these five years there was 
an increase of 10.5% in taxes paid; 
an increase of 26% in salaries and 
other expenses; an increase of 80% 
in interest paid on deposits; all of 
which materially affected net earn- 
ings, notwithstanding there was a 
66 2/3% decrease in interest paid on 
bills payable. 

The increased cost of operation is 
primarily responsible for the de- 
crease in banks’ net earnings. 

The reason for the inereased cost 
of doing business is due largely to 
unprofitable accounts carried by the 
banks; more especially does this ap- 
ply to the smaller, or the country 
banks. 

Recently an analysis of the in- 
dividual depositors’ accounts has 
been made of many of the Mississippi 
banks, and in every instance this 
analysis revealed the astonishing 
fact that 70% of all accounts carried 
on individual ledger are unprofitable. 
In other words, 70 out of every 100 
do not maintain a sufficient balance 
to offset the expense of handling 
their accounts. 

Recent analysis of the individual 
accounts of one of the best banks in 
Mississippi revealed these very in- 
teresting facts: 

The number of accounts carried 
on the individual ledger was 6,228; 
with total deposits of $4,277,212.78. 

Of these accounts, 5,421 carried 
an aggregate balance of $150,998.98. 

While 807 accounts carried de- 
posits totaling $4,126,213.80. 

In other words, only 807 of these 
6,228 accounts carried on the in- 
dividual ledger of that bank were 
profitable. Certainly, this is a most 


serious problem for this bank to 
(Continued on page 48) 
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+ E have for years 
educated the 
public to expect too 
much for nothing.” 


USTOMERS are 

willing to pay 
service fees when you 
explain why the bank 
would otherwise lose 
money. The experi- 
ence described here 
proves that. 


No Service Charge—No Profit 


E would all be 

solvent if we got 
paid for our services, 
took security for our 
loans, and if we would 
run the banks instead 
of letting the borrow- 
ers run them. 

A small bank that doesn’t get paid 
for its service is on the wrong road. 
It is my opinion that the banks 
alone are to blame for their condi- 
tion. 

We have for years educated the 
publie to expect too much for noth- 
ing. We have solicited account 
after account that not only did not 
pay, but was an actual expense to the 
bank. All accounts should pay; if 
they do not, you are handling them 
at the expense of other accounts that 
do pay, and not infrequently you 
lose the deposits as a result. 

In three years there had been three 
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Is cashier of the 
Marion, Ark. and makes a charge for 
every service. If it were not for the serv- 
ice charge, the bank would make no profit. 


W. B. RHODES 


bank failures in this community. 
When we opened for business Janu- 
ary 10, 1927, our prospective cus- 
tomers were people whose confidence 
in local banks had been rudely shat- 
tered. 

When the farmers and business 
people had money to deposit, they 
went to Memphis. When they 
wanted a check cashed, they went to 
the local merchants, who soon began, 
charging a fee for this service. But 
when it came to making loans, the 
farmers and merchants realized the 
disadvantage of being without a 
bank of their own. 


Bank of Marion, 


The Bank of Mar- 
ion, organized by a 
few of the more in- 
trepid citizens, was 
opened for service 
only. We commenced 
business with capital 
stock of $15,000 and 
certified surplus of $1,500. Then 
we boldly advertised that a reason- 
able charge would be made for every 
service rendered. 

It was predicted that customers 
would never endure the charges, 
some of which were altogether revo- 
lutionary. But we sold the people 
on the idea that a bank must pros- 
per if it is to live. And three bank 
failures had taught our community 
the inconvenience of being without a 
bank. 

We opened for business with de- 
posits of $35,700. At the close of 
business one year later, December 30, 
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Profitable Small Accounts 


Without a Service Charge 


The University National Bank of Seattle profits from 
what it calls ‘customers’ cash accounts’. The rules are 


as follows: 


RULES . . . for Customers’ Cash Account — 


1 
2 
3 
4 
5 


6. 


7. Exchange and collection charge waived on checks deposited. 





No service charge. 


No checks may be issued. 


No interest paid. 


. Funds must be withdrawn in person and signed for. 


. Transactions may only be in the amount of $5.00 or’multiple thereof. 


No pass book or other document will be issued the depositor except 
upon OPENING the account, when a receipt will be given showing 
the date and number of the account but not the name and amount. 





i 


The only credential the customer receives is a receipt for 
the first deposit which does not even bear his name. It 
is reproduced below. 








Receipt... 


This memorandum shows that on 
aos : S/O 
a Customer's Cash Account No. 


“you opened 
with this bank. 


Checks may not be drawn on this account. These funds are to be 
paid IN PERSON ONLY. in amounts of $5.00 or multiple 


thereof. 


Your deposit is shown only on the bank records where 
you have verified the balance due you by your signaftre. 


UNIVERSITY NATIONAL BANK 


By 
TELLER 





The bank’s record of the account is kept 
like this— 








SEaTTLE wade. | 
OUNT 


~ UNIVERSITY NATIONAL BANK 
CusTomMens Cas : 


AODRESS 
wn 


4 AGE 


J mereby certify the bolamee eomesite my nom: 
te be 


on a ecard 








A. W. Tenney, Cashier, says: ‘‘As transactions are made 
on these accounts, the cards are kept out of file until the 
close of business, when the debits and credits are offset 
and the amount then posted on the general ledger under 
‘Customers’ Cash Accounts’.”’ 








1927, deposits had grown to $155,- 
451.81. That looks as though it were 
pretty easy to induce customers to 
pay for service, doesn’t it? 

Although about 60% of our earn- 
ings are derived from service charges, 
which represents about our net pro- 
fits, the charges are nominal. We 
have an exchange charge of 15 cents 
per hundred on all deposits except 
public funds. We don’t charge on 
each check in the deposit; we total 
the foreign cheeks and make the 
charge in the aggregate. We charge 
at the rate of 25 cents per hundred 
for all foreign checks cashed. 

We charge 50 cents per month for 
accounts that don’t average $50, if 
they have as many as three checks 
against the account during the 
month. We have no service charge 
for savings accounts; if the account 
is not really a savings account, we 
don’t eall it such. On savings ace- 
counts we pay 3% interest. 

We invest our surplus funds in 
bonds, bank certificates of deposits, 
school warrants, ete. About 30% of 
our earnings are from these invest- 
ments. The school and county war- 
rants that we buy are those which 
we know will clear in a certain lim- 
ited time; we usually get a 10% 
discount on these. 

We make such loans as we con- 
sider absolutely good and liquid, and 
no others. We have no friendship 
loans in our bank. 

Fees are charged for many serv- 
ices that most banks give as a so- 
ealied accommodation to eustomers, 
such as the handling of tax pay- 
ments, obtaining and transferring 
auto licenses, obtaining credit re- 
ports, sending notices of past due 
notes handled as a collection item, 
end collections of every description. 

The statement of the Bank of 
Marion, at the close of business on 
December 30, 1927—the end of its 
first year—discloses the fact that in 
spite of conditions preceding its or- 
2anization, it had earned during this 
first year better than 50% on its capi- 
tal stock of $15,000. Its net earnings 
for the year were $7,833.57, which, 
as stated before, just about covers 
fees received for service. 
had grown to $155,451.81, represent- 
ed by more than 400 depositors. 
Cash on hand and in sight exchange 
totaled $147,981.27. Loans and dis- 
counts amounted to only $23,904.84, 
and the bank owned only $7,860.83 
in bonds and county and school war- 
rants. 


Deposits 
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. Are you watching the an- 


. Are these sources of pro- 


. Is your invested capital be- 


. Is your bank well protected 


13. 


BANKERS 


Check your bank against this list 


FINANCIAL SET-UP 


nual trend of all sources 
of profits? 


fits varied, or are they 
dependent on one or two 
prominent services? 


44 Questions For Presidents 






MANAGEMENT AND 
OPERATION 


1. Has every officer and de- 
partment head an organi- 
zation and working chart 
of responsibilities? 

2. Who is responsible for the 
work of an official who is 
temporarily absent? 


3. Are all the officers thor- 





low or above 10% of your 
deposits? 


with reserves against con- 
tingencies? 


. Is the invested capital constantly grow- 


ing to meet the growing credit require- 
ments of your customers? 


. To what extent have you built up 


secondary reserves in government se- 
curities and high grade bonds? 


. Are your reserves elastic so that emer- 


gencies can be met without suffering 
market losses? 


. Are your local loans well diversified as 


to industry and does your credit policy 
assure you of a continual turnover of 
these loans? 


. Are your local interest rates consistent 


with sound banking principles? 


Is your dividend policy conservative 
and consistent with past as well as 
prospective earnings? 

Do you make frequent investigations 
of all your credit risks? 


Are your officers posted in the general 
trend of business conditions as well as 
conditions affecting particular lines? 


Are the surety bonds carried adequate 
for your needs? 
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By A. S. HELQUIST 
Pres., Liberty Trust and 
Savings Bank, Chicago 


10. 


11. 


12. 


13. 


oughly acquainted with 
bank policies? 
4. What are the officials doing 
to equip themselves so that they can 
render more intelligent service? 


- Do you hold training classes for your 


tellers and other employes? 


- Do you have a merit system and keep 


a personal record of the work of each 
employe? 


. Have the jobs of every employe been 


anlayzed for the purpose of consolidat- 
ing all related work and effecting other 
economies? 


. Is the layout of the various banking 


departments such that all lost motion 
is minimized? 


. Have you a salary range for each cler- 


ical job in the bank? 


Are you reducing your employe turn- 
over? 


What are you doing toward making 
your bank a more interesting place to 
work? 


Do you hold weekly meetings of your 
officers? 


Is each banking department on a cost 
basis? 


(Continued on next page) 



























































14. Is each financial transaction placed on a profit- 


able basis? 


15. What are you doing to reduce the number of 


free services rendered? 


16. Have you a budget system? 
17. What changes are you making in your systems 


so as to reduce costs? 


MARKETING YOUR PRODUCT 


. To what extent have you analyzed your district, 


as to the type and number of industries, nation- 
ality, customs, professions, and present banking 
connections? 


. What future expansion is in store for your dis- 


trict, and what is your bank doing to encourage 
this expansion? 
Are you using advertising mediums best fitted to 


reach your people, and have the results been 
analyzed? 


. Does your service live up to the standard of your 


advertising? 


. Are your officers and employes potent factors in 


selling banking service? 


Do you capitalize on the good will of your cus- 
tomers to obtain new business? 

Are you physically equipped to intelligently 
handle all the banking services you advertise? 


. Does your bank take an unselfish interest in 


promoting community enterprises? 


BANK PROTECTION 


Are the entrances to your bank properly guarded? 


Is your alarm system adequate for complete pro- 
tection and easily accessible? 


Are your alarms tested regularly? 


What other safeguards have you in the event of 
a hold-up? 


. Are your systems of checking signatures and en- 


dorsements on negotiable instruments sufficient 
to protect you against forgeries, cashing of 
checks, swindling, and embezzlement? 

Does your system of internal audit and check 
completely protect the bank against fraudulent 
operations? 


(Extra copies of this list of questions printed on heavy stock may be had at 10 cents each.) 


Savings—A Community 
Developer 


By CuHarues B. Mupp 
Cashier, First National Bank, St. Charles, Mo. 


Cities have long ago appreciated 
the fact that the best way to promote 
civic improvements was to encourage 
the bankers in this country to preach 
their gospel of thrift. 

The banker, to be successful, must 
of necessity have the welfare of the 
community at heart. 

Money accumulated by a con- 
munity should be loaned whenever 
possible in the same community. 

When a banker loans money on 
real estate security he is aiding in the 
proper development of the com- 
munity. 

The more savings in a community, 
the more credit. 

Savings in banks will do much to 
produce a community pride that will 
result in first-class schools, well-kept 
farms, good roads, and comfortable 
homes. 

Savings deposits mean home capi- 
tal for home enterprise and im- 
provement. 

Financial independence is_ the 
greatest reward of thrift. 





The Central National Bank of 
Greencastle, Ind. has a picture of its 
vault door in the lower left hand 
corner of its letterhead with this 
slogan underneath: ‘‘The Safest 
Place in Putnam County.’’ 





Why Banks Should Use 


Newspapers 


There is a line in our Bibles that 
says, ‘‘And Pharoah died, and there 
arose in Egypt a new king which 
knew not Joseph.’’ 

There you are. You are Joseph, 
and kings are passing all the time. 
New ones are arising who do not 
know you, and they all need financial 
service. Kings always do. Queens 
too. 

But how are you going to tell them 
your story? Being new, they will 
not be on your mailing list. You 
can’t meet them at the station and 
solicit the account, because they are 
the modern unheralded royalty. 
You can’t watch the birth records 
and make a note to send a booklet 
25 or 30 years later. 

They will read your message in 
the medium they seek and buy—the 
newspapers.—Sam Judd, Advertis- 
ing Manager, Mercantile Trust Co., 
St. Louis. 
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Knowledge begets Belief 


Belief creates Action 


ection Produces Lrust Accounts 


This is the formula for devel- 
oping bank employes into 


trust solicitors suggested by LEROY A. MERSHON 


Vice President, U. S. Mortgage and Trust Co., 
New York City 


AM not one of those who believes 


motor track of the brain and burst Not all male employes havé estates 
that only a select few have the 


forth into action producing a rich to be administered. Female em- 


ability to be salesmen of trust service harvest. ployes generally have not. However, 
or that one must have the mantle there is no reason why each and 
of some specially endowed person every one should not have an in- 
fall upon him to meet with some telligent understanding of all 
suecess in this work. phases of service performed by 
What we do speaks louder than the bank or trust company by 
what we say and to be able to whom they are employed. 
state ‘‘I have done the very thing It was my privilege for many 
which I advocate for you’’ has a a years to visit trust companies and 
Clinedinst 


psychological value which should 
not be overlooked. It is the power 
of example. 

To tell in an earnest manner 
what trust service is doing for 
others and what one expects it 
will do for the person addressed, 
is the privilege of every officer of 
every corporate fiduciary in 
America and a sure way to have 


Washington, D. C. 


Mr. Mershon was formerly deputy 
manager of the A. B. A. in charge 
of the trust company division. 


Employe Essentials 
For Aiding Trust Department Growth 





banks in all parts of the United 
States and I will state without 
fear of successful contradiction 
that the first person met at the 
door of a bank or trust company 
has an unmistakable influence for 
helping or hindering in business- 
getting as well as business-hold- 
ing. 


: i. ein 1. An intelligent understanding of Be a Pyne os i 
such men tell that story elfective- the forms of service being per- watchman 0 the door of many in- 
ly is to keep them informed of formed stitutions in order to get a reflec- 
‘ . " . 22 Is . = ? : . . s . . 3 
some of the services to indiv iduals 2. The ability to talk intelli- tion a the institution itself 
and families that are being per- , Many times my first impression 

; gently about those services. ; 
formed every hour of every day 5 a received through the guard at the 
in the trust department. 3. The inclination to lead the 


The trust solicitor or officer in 
charge of this work will do well 
to keep informed of actual and 
concrete services being performed, 
not only by his own trust depart- 
ment but by other trust depart- 
ments, about which he can learn 
through contacts and reading. He 
ean tell the story to his associates 
through direct conversation, in 
meetings and conferences, and 
over the luncheon or dinner table. 

There is perhaps no better wa) 
of sending a thought on a useful 


inquirer to the desk of the 
officer who will furnish com- 
plete information. 


. Sufficient interest in the busi- 


ness to speak a word to friends 
and acquaintances outside of 
business hours. 


Recommendations 


For Educating Employes on Trust 
Department Service 


. Have a trust officer conduct a 


school for officers and em- 
ployes. 


door has been confirmed. He is 
in a key position to make one feel 
very much at home or to wish he 
or she had not come. Every of- 
ficer and employe will wield an 
influence for good or bad in the 
same manner. 

The first essential in trust work, 
as in all branches of our work, is 
to have each employe possess an 
intelligent understanding of the 
forms of service being performed 
and able to talk intelligently in 
respect to those services, and to 
direct or lead the inquirer to the 


journey or of having it crystallize 2. Hold luncheons to be followed desk of the man who ean and will 
in one’s mind than at the hour of by educational talks. furnish complete information 
receiving physical nourishment. 3. Encourage round table discus- upon the subject desired. 


Thoughts so lodged will reach the 


BANKERS MONTHLY NOVEMBER 1928 


sions following these meetings. 


We should not overlook the 


~ 
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value of social contacts of employes 


as well as officers and directors out- 
side of office hours. Many opportuni- 
ties are accorded to speak a word that 
may result 


in action and business. 


Conceded that we all agree upon 
these points, the question naturally 
arises: ‘‘In what way ean we inform 
employes about all branches of serv- 
ice and particularly about trust serv- 
ice?’ 

There is no better 
way than to follow 
the plan of one trust 
company president 
who writes, ‘‘ Last 
winter and _ spring 
one of our trust of- 
ficers gave a course 
of instruction on the 
trust department 
and trust functions 
to as many of our 
officers and _ em- 
ployes as were able 
toattend. The 
course was very en- 
lightening and help- 
ful. I think the em- 
ployes in the bank- 
ing and other de- 
partments of a trust 
company are often 
very ignorant of the 
nature of trusts and 


Too mueh atten- 
tion cannot be given to the econsider- 
ation of this matter, as there have 
Leen many instances of credit being 
given for business secured where a 
great deal of work had been done by 
others and all that the person receiv- 
ing credit did was to greet the busi- 
ness when it came into the office. 


ing the business. 


There have been many heartaches 
because of a wrong or false method 


My Maxims 
For Selling Trusts 


By DOROTHY NELSON 
of The Fidelity Trust Co., Detroit 


HORTLY after entering the 

work of soliciting trusts, I 
deemed it advisable to make a 
few rules of conduct for myself. 
These rules have certainly proved 
very helpful and I am glad to 
pass them on hoping that they 
may be useful to other solicitors. 


These rules are: 


1. Early to work. 


speaks the last and convincing word, 

It is often true that a director will 
do valuable work in respect to secur- 
ing new business and an officer get 
full credit, when he only receives the 
man at the office at the time the ae- 
count or business is opened. 


If trust solicitation is to be pop- 
ularized in every corporate fiduciary 
in America, the trust solicitor must 
enjoy a large measure of popularity, 
The officer of a large 
company in the cen- 
tral west writes, 
‘*We are back num- 
bers in trust solici- 
tation as we have 
but one solicitor in 
the field. He is the 
kind of a young 
man, however, that 
arouses interest be- 
cause of his person- 
ality and apparent 
ability.”’ 

Another com- 
munication from the 
same section of the 
country reads, ‘‘ We 
maintain two high 
class men to present 
our trust service.’ 
The two words which 
stand out in these 


letters are ‘‘ person- 
> a ’ bd eo y, € 
A a a 2. Carefully plan the day’s work and work the ality’? and “high 
partment is doing, plan. elass.’’ 
and I would com- 3. Be persistent. Without going 


mend such a course 
as being an admir- 
able thing for any 
trust company to 
undertake.’’ 

Such a course will 
be doubly helpful if 
followed by round 
table discussions. 


calls. 


Those employes 
who have an intelli- 
gent understanding 
of the functions of 
the institution 
through having 
taken educational 
courses of known 
value will be of much help in this 
work. 

To have some of these meetings 
preceded by an informal and simple 
luncheon or supper will do much to 
develop a cordiality and interest, the 
value of which is very great. 

Many have been concerned with 
ihe question of giving proper credit 
to the party responsible for produc- 


16 


4. Devote at least one hour a day to reading trust 
literature. 


5. Do not visit. 
6. Do not attempt to make a specified number of 


7. Avoid calling on a prospect unless you know 
something about him. 


8. Minimize legal phraseology. 
9. Start on calls not later than 9.30 a. m. 


10. Respect and sympathize with the prospect’s of 
desires and hobbies. 





of giving credit. The advertising 
man who may work in a little back 
room on the third floor of the bank 
produces convincing copy and in- 
serts it in the newspapers and fol- 
lows this up with an intelligent cam- 
paign through booklets or letters. 
He does the first actual work of sell- 
ing or convincing the prospect and 
the one getting the credit simply 


into this phase of 
trust development, 
suffice it to say that 
everything those two 
words convey must 
be taken into ecare- 
ful account before 
launching into this 
work fraught with 
defeat and dangers 
as well as victories. 
Although not one 

my informants 
mentioned the use 
of women solicitors, 
it ean be safely pre- 
dicted that in a few 
years some of the most successful 
trust solicitors will be found in the 
ranks of women. 


Only by hard and faithful work 
can we popularize trust solicitation 
on the inside as well as the outside. 
thereby producing profitable busi- 
ness and at the same time extend the 
benefits of the greatest serving 
agency of modern times. 
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How 


New Account Officers 


Can ; 


Build The Bank 


By A. H. THOMAS 


Junior Vice President, Los Angeles First National Trust & Savings Bank 


FFICERS for the new account 

department are chosen for certain 
distinctive qualifications and much 
is expected of them. They should 
have good poise, good personality 
and address and possess good judg- 
ment. They should be able to write 
a good hand, be quick at figures and 
have a thorough knowledge of prac 
tical banking. 

The new account teller should have 
a certain degree of diplomacy; to 
know when to say ‘‘no’’ and when 
to say ‘‘yes’’; to know just how far 
tv go in asking questions of his pros- 
pective customer, yet able to secure 
the information necessary for a 
proper record of the account. He 
should be a keen judge of human 
nature knowing when to take a 
chance and when to ‘‘ play safe.’’ 
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He must have a thorough know]l- 
edge of the various accounts and the 
rules and regulations governing 
them. He must know and be able to 
explain the authorizations required 
in corporation accounts, trustee and 
estate accounts, joint accounts, ¢o- 


partnership, sole ownership and 
guardianship accounts. He must 
know the rate of interest allowed 


and dates on which interest is eredit- 
ed. He must be able to explain that 
under certain conditions a checking 
account is subject to a service fee. 
He must know when and to whom 
printed and special order check books 
are furnished. 

The teller opening the account of 
a new customer may notice that he is 


depositing coupons or dividend 
checks. That will remind him of the 


Good poise. 

Good personality. 
Good judgment. 
Good writer. 


. 


won 


. 


> 


Quick at figures. 


mn 


Familiar with banking. 


~] 


Diplomatic. 
8. A good questioner. 
9 


Keen judge of human 
nature. 


Qualities of a Good 


New Account Officer 


- 


bank’s safe deposit department. The 
new customer should have a safe de- 
posit box in which to place his secur- 
ities. 

The coupons and dividends also 
suggest that here may be a prospect 
for the bond department as here is 
evidence of an investor. ‘He may 
also hold mortgages or real estate 
contracts that the collection depart- 
ment should hold, not merely for 
safe keeping, but to make the collee- 
tion and credits for which a reason- 
able service fee is charged. 

The trust department must not be 
lost sight of, for a new or old cus- 
tomer may want to form a living 
trust and thus be relieved of the 
worry and responsibility of handling 
his investments. He may want to 


(Continued on page 49) 


10. Complete knowledge of 
the bank’s rules. 


11. Knowledge of important 
points about trusts. 


12. Familiar with interest 


procedure. 
13. Sales instinct. 


14. Ability to advise custom- 
ers in a way they appre- 
ciate. 






Why 
Men Delay 
Making 
A Will 


. They cannot decide 
how to divide their 
property. 


. They do not know 
how to word their 
desires. 


. They do not know 
towhom they should 
go for the drawing 
of a will. 


. They delay, hoping 
to be able to make 
a will that will not 
later be changed. 


. They hesitate to 
confide their person- 
al affairs to any- 


body. 


. They cannot decide 
whom they would 
like to have execute 
their wills. 


With these points in 
mind, it should not be 
difficult to counteract 
them by presenting 
certain facts to the 
prospect before he in- 
dicates that these things 
are holding him back. 








We Plan Wills 


But We Do Not Draw Them 


By ROY K. THOMAS 


Trust Officer, Chicago Trust Co., Chicago, Ill. 


| be IS common knowledge that many 
men, fully aware of the desirabil- 
ity of making a will in their own 
ease, delay or postpone the making 
of one because of their inability to 
inake decisions necessary thereto. 

For example, the division of one’s 
estate between his wife and his chil- 
dren, the division between children, 
the periods for which the estate 
should be held for the respective 
children, the disposition of these 
shares in the event the first named 
beneficiary does not live long enough, 
the determination of other contin- 
gent distributions, are all things 
which tend to bring confusion and 
indecision to a man as he considers 
the making of a will. 

The officers of a trust company 
who are familiar with the provisions 
in the wills of many people and, 
more particularly familiar with the 
actual administration of wills of 
decedents, are able to sketch out for 
the person, in simple way, his pri- 
mary wishes and aid him in a deci- 
sion as to the more contingent provi- 
sions by suggesting practical alter- 
natives, based on their experience. 

With his plan thus temporarily 
definite, we ask him to have his at- 
torney put it in final legal form, 
which ean readily be done. I say 
‘*temporarily definite’’ because one’s 
will ean be rewritten as often as de- 
sired to suit one’s changing ideas. 
And right there is another reason 
for the delay in making wills. <A 
person postpones attending to it hop- 
ing to develop a plan which will not 
need changing. 

A testator, going to his attorney 
with a definite sketch or plan of his 
will, gets quick action. Consulting 
his attorney without such a plan 
necessitates the attorney asking a 
long line of questions to draw out 
the testator’s plans and the result, 
more often than otherwise, is that 
the testator postpones the operation 
until he has had time to think over 
the answers. 


It is our actual experience from 
day to day solicitation of will ap- 
pointments, that we can give a cus- 
tomer valuable aid in planning his 
will. 

In the majority of cases a cus- 
tomer’s attorney refers the draft of 
the will to us for approval and sug- 
gestions as to final legal form and 
substance to make sure that instruc- 
tions and limitations are full and 
clear from the standpoint of the in- 
stitution which is to administer it as 
a practical matter. 


Information Can Be Sold 


Inquirers will pay for information 
asked of banks, according to E. B. 
Stokes, president of the Merchants 
and Planters Bank, Humphrey, Ark. 
He says: 

‘We have been watching closely 
the results of our requests for pay- 
ment for information asked of the 
bank by mail. Any inquiries sent 
without a fee being enclosed are re- 
turned with a request for a fee. If 
they are people who really want in- 
formation, they promptly return our 
letter with the fee and make no com- 
plaint whatever.”’ 

It is very apparent that when any 
one really wants information a bank- 
er can give, payment will be made 
without hesitation if it is requested. 


Why Savings Lie Dormant 


1. The bank does not encourage 
the depositor. 

2. No special incentive to save. 

3. Account secured under pres- 
sure. 

4. Account opened merely to get 
a prize. 

a ae 

It’s good to have money and the 
things that money can buy, but it’s 
good, too, to check up once in a while 
and make sure you haven’t lost the 
things that money can’t buy.— 
George Horace Lorimer. 
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UR kind of party practically 
pays its own way. We selected 
an afternoon before Christmas and 
set the time from 4 to 6 o’clock. Some 
time previously we had written the 
names of all the officers and employes 
on slips and had each person draw 
one from a hat. Everybody drew, 
from President Embry L. Swear- 
ingen down,—and each bought a 10 
cent present for that person. The 
presents were then wrapped in 
Christmas paper and labeled, the 
name of the donor not appearing. 
This mountain of presents oc- 
eupied a large table and as Santa 
Claus read the name on each package, 
that person stepped forward and 
opened his gift in sight of all. 
Laughter was continuous during this 
part of the program, for a great deal 
of ingenuity was shown in getting 
appropriate presents. All the of- 
ficers joined in most heartily, as did 
all the rest, and certainly they had 
a most enjoyable time. 


Three Appropriate Games 


1. The letters of the alpha- 
bet are painted in black on 
eards. Two alphabets are pre- 
pared, one for the men and one 
for the women. 





THIS is the lobby Xmas 
tree used by the First 
National Bank of St. Paul 


Everybody A Santa Claus 


For This Employes’ Party 


By WALTER DISTELHORST 


Advertising Manager, First National Bank-Kentucky 
Title Trust Co., Louisville " 
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As a word is ealled, those with the 
letters represented in the word, rush 
to a goal line and hold up their ecards, 
the side getting its word spelled first 
receiving the point. A dozen words 
will make a riotous game. The 
audience acts as referee. Care must 
be taken that words are selected in 
which each letter appears only once. 
We used words referring to bank ae- 
tivities—eash, deposit, note, and 
so on. 

2. Two sides are chosen, as in the 
old-fashioned ‘‘serub,’’—boys and 
girls alternately. Ten or 15 make a 
side. They line up behind their eap- 
tains and each side gets a hoop. At 
the signal, each captain. drops it 
over his head and the person behind 
him picks it up and does likewise, 
and so on till the end, the side finish- 
ing first winning the prize. 

3. An equal number of couples 
are chosen on two teams. The boy 
kneels while the girl after tying a 

handkerchief about his neck 
bib-fashion feeds him a half- 
glass of water with a teaspoon. 
The side finishing first, wins. 

A surprise bonus paid to each 
employe naturally added to the 
enjoyment of the occasion. 

We had almost 100% attend- 


ance, 






(THE party was from 4 to 6. 
Each brought a 10-cent 





as a part of its Christmas 
party. About 200 15-watt 
lamps on flashers blink at 







present for someone else 
whose name had been drawn 
from a list. Gifts were 





customers during the holi- 
days. About 40 other trees 
complete the scene. 
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opened in sight of all and 
laughter was continuous due 
to the selection of gifts. 











Is Your Bank Liable? 


Legal opinion 


on cases that 


happen frequently in most banks 





If It Refuses To Collect A Check 


Q. A bank located in a western 
city had been acting as the collect- 
ing agent of an eastern bank for some 
time. The eastern bank forwarded a 
quantity of notes, checks, ete., for 
collection. The western bank de- 
clined to collect a certain check 
drawn upon a bank in its city, be- 
cause it suspected the bank was in- 
solvent, and returned the check to 
the eastern bank. The latter there- 
upon forwarded the check to another 
bank in the western city for collec- 
tion, but before the check could be 
presented, the drawee bank failed. 
The question arises as to the liability, 
if any, of the western bank in refus- 
ing to handle the check. 

A. In view of the fact that the 
western bank had acted as the col- 
lecting agent of the eastern bank for 
some time, it was not justified in sud- 
denly declining to handle a partic- 
ular item. Its prior course of deal- 
ing obligated it to present the check 
in question without delay, and its ar- 
bitrary rejection of this check, with- 
out notice, probably rendered it 
liable for the loss caused thereby. 


For A Lost Check 


Q. A customer deposited a check 
in the sum of $400 with his bank for 
collection June 1. The cheek was 
drawn on a bank in a city about 100 
miles away, and was promptly for- 
warded to that city for collection, 
and the ecustomer’s account was 
credited with the amount of the 
check. On June 10, the customer 
made inquiry as to whether the check 
had been paid, and was told that no 
word had been received from the bank 
to which it had been forwarded, but 
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that the matter would be attended 
to. The bank thereupon telephoned 
the other bank and was informed 
that the cheek had not been received. 
The first bank took no further steps 
in the matter, and on June 20 the 
drawer of the check closed his ac- 
count with the drawee bank, and 
left for parts unknown. Up to that 
time, the cheek would have been paid 
upon presentation. Is the depositor’s 
bank liable to its customer for the 
loss sustained ? 

A. Assuming that the bank had 
ineurred no liability on June 10, 
when notified that the check was lost, 
the question remains as to its duty 
to act between then and June 20, 
when the drawer closed his account. 
Evidently the payee was relying 
upon the bank to take the proper 
action, either in tracing the check, 
presenting it as a lost instrument, 
or otherwise protecting his interests. 
In view of this period of inaction on 
the part of the bank, with knowledge 
that the check was lost, it has prob- 
ably been guilty of such negligence 
as to render it liable to its eustomer 
for the loss. 


For Default Of Collection 


Correspondent 


Q. A bank received a check in 
the sum of $600 for collection. The 
deposit slip covering the check ear- 
ried a printed notice that the bank 
acted as the agent of the depositor, 
and assumed no _ responsibility 
beyond the exercise of due care, in 
the collection of paper. The check 
was forwarded to a bank in a distant 
city for collection and paid upon 
presentation, but the collecting bank 
failed before remitting. Who bears 


By LESLIE CHILDS 


the loss, as between the owner of the 
cheek and the forwarding bank ? 

A. The point of law raised by 
this question is one upon which the 
courts are not in accord. But, in 
view of the printed stipulation on 
the deposit slip, in respect to the 
responsibility of the bank, it is dif- 
ficult to see how the bank could be 
held liable for the loss. In this case 
the bank was guilty of no negligence 
which caused the loss. It forwarded 
the paper promptly, and it was paid. 
The loss oceurred through the fail- 
ure of the collecting bank, and it 
seems clear that since the forwarding 
bank was merely the agent of the 
owner of the check the latter must 
stand the loss. 


For Wrongfully Dishonoring Check 


Q. <A bank’s customer while in a 
distant city issued a check which was 
cashed by a bank in the city where 
he was stopping. The bank that 
cashed the check forwarded it to the 
drawee bank, and the latter by mis- 
take returned the check marked ‘‘no 
account,’’ when in fact the drawer 
had ample funds ‘on deposit. Im- 
mediately upon the dishonor of the 
check the bank that had cashed it 
instituted a criminal action against 
the drawer, had him arrested, and he 
was detained for some time. The 
drawer now seeks to recover damages 
for his unpleasant experience from 
his bank, on the grounds that the 
wrongful dishonor of his cheek was 
the cause of his arrest and detention. 
May he recover ? 

A. The answer to the question 
turns upon whether or not the wrong- 
ful dishonor of the check was the 
proximate cause of the drawer’s ar- 
rest. It seems the complaining bank 
took immediate action upon the dis- 
honor of the check, without giving 
the drawer an opportunity to clear 
up the situation, which he could 
easily have done. In the light of 
which, it appears that the arrest was 
an independent, intervening force, 


not to be contemplated from the act 
(Continued on page 50) 
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de lobby 
decoration 
was used by the 
author in 1927 
before the State 
Bank of Chicago 
moved into its 
splendid new 
home. 


Miniature 
Setting 


Borrow min- 
iature house or 
doll’s house. 
Miniature San- 
ta, sleigh, rein- 
deer and so on. 
Make undulat- 
ing floor of old 
papers or rags 
covered with 
eotton or salt— 
or, as I once 
used, sugar. A 
few miniature 
trees and a snow 
man (table favors) and a snowball 
of good size in proportion to other 
objects. Blue crepe paper back- 
ground with silver ‘stars of various 
sizes attached. 


Globe or Map 


Use mounted globe or wall map 
as background. Attach miniature 
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Christmas 


Window Suggestions 


Use your own ideas for details 


By ARTHUR L. BOWEN 


Window Decorator, State Bank of Chicago 


figure of Santa Claus as though 
leaving North Pole on his journey. 
Baby ribbon streamers should run 
from various countries to placards 
on which the names Santa Claus as 
known there are lettered. 
ered with red and white cotton crepe 
over which 10 cents worth of artifi- 
cial mica snow can be sprinkled. 


Floor cov- 





HE Christmas 

cIub wicket 
can be made pop- 
ular by the use 
of appropriate 
decorations such 
as this. The 
brightness of 
this important 
spot was height- 
ened by the use 
of a_ floodlight. 
The entire house 
was made of wall 
board. 












Christmas 


Club 


Clearly _let- 
tered table of 
plan offered, 
with payments 
to be made, let- 
tered on large 
showecard or 
piece of wall- 
board. A photo- 
stat or bromide 
print (enlarge- 
ment) ean be 
made from your 
Christmas Club 
literature. Cover 
floor in Christmas colors, using any 
appropriate holiday decorations. 


Gift Suggestions 


Colorful Xmas cardboard boxes 
(empty) some wrapped and others 
opened with actual gifts (borrowed 
from local shops) exposed. Inelude 


(Continued on page 57) 














Loan Administration Policies 


Improper loan administration has 
been the cause of more bank fail- 
ures than any other single factor 


OAN administration is that function 

which relates to the effective con- 
version of liability funds (deposits and 
invested capital) into earning assets 
(loans and discounts, bonds and secur- 
ities due from banks, ete.) and the 
sound administration of these earning 
assets. 

It deals with the following important 
elements: 

1. Safeguarding of the principal of each 
asset. 

2. Obtainment of the highest possible 
income yield commensurate’ with 
safety and liquidity. 

3. Safeguarding the liquidity position 
of the bank. 

4. Maintenance of a strong balance sheet 
position of the bank. 


* x * 


OAN administration has _ been 

properly termed the ‘“‘heart of 
the bank,’’ for the financial position 
of the bank and an adequate rate of 
income from interest and discount 
are entirely dependent upon the 
operations of this function. Loan 
administration, as a function, dic- 
tates the financial policy of a bank- 
ing corporation. 

Improper loan administration has 
been the cause of more bank failures 
than any other single factor. Of 
what benefit is a high operating 
profit when ineffective loan adminis- 


Suggested Policies 


. Manage for both liquidity and profits. 
2. Determine standard ratios of liquidity 


in detail for assets. 


. Apply these ratios to determine the 
amount of over-extension. 


. Reduce slow lines and reinvest in 


more liquid assets. 
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This is one of a series on 
bank administration by 


H. N. STRONCK 


Senior partner of H. N. 
Stronck and Co., consult- 
ants to banks and bankers. 


The first seven basic 
articles are now available 
in booklet form at $1. 


tration produces net losses so great 
as to absorb the major part of the 
operating profit, and in many in- 
stances all and more? 

The chart on page 54 indicates 
the average per cent of net losses to 
gross income by years of all of the 
country national banks in the states 
shown, that is, all national banks 
within each state located outside of 
Reserve Cities. 

It indicates how many cents out of 
each income dollar were absorbed by 
net losses. The states shown are 
those which passed through an un- 
precedented era of bank failures. 
Since the profit margin before losses 


assets. 


in many small banks is not more 
than 15 to 20% of the gross in- 
come, it is obvious, from the data 
presented, why so many small 
banks failed in the states shown. 


Effective loan administration 
manages for both liquidity and 
profits. If managed only for prof- 
its, these profits will be inflated 
during a short interval of time 
and as the assets become ‘‘ frozen’’ 
subsequent charge-offs will be so 

great as to absorb the profits of the 
‘‘apparent’’ prosperous years and 
on a long term basis the actual 
profit rate will be decidedly below 
that of a bank which has managed 
consistently for both liquidity and 
profits. 

A study of the strong, surviving 
banks in this area of bank failures 
indicates that the sole reason for 
their survival and strength of posi- 
tion is due to effective management 
of both liquidity and profits. 

The following table reflects the 
difference in the financial policy of 
three representative banks. That 


(Continued on page 54) 


To Put Loans On 
The Right Basis 


. Discontinue “‘capital’’ financing. 
. Dispose of all non-income-producing 


. Do not pay dividends while liquidity 
ratios are below standard. 


. Increase deposit funds and convert 


them into liquid assets. 
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The Army Method 


No. 10 in the 
Bill Wilson 


Series 


OPP. HEY told us at Of- 

ficeers’ Training 
Camp,’’ said Bill Wilson, 
‘“‘that army tacties can be 
simply stated as the job of 
moving infantrymen into 
defined places and keeping 
them there—against oppo- 
sition. 

‘‘The officers of the Gib- 
raltar National Bank can 
apply this same gen- 
eral idea to its de- 
velopment. Moving 
profitable customers 
into the bank and 
keeping them there 
—against opposition 
—is our tactical job. 
Personal contact 
with our officers and 
employes is the in- 
fantry problem and 
everything else we 
do in the new busi- 
ness line should be 
auxiliary to that. 

‘*Planning, map- 
ping, issuing orders, 
serving supplies, co- 
ordinating separate 
units, and checking 
results is the staff 
job of the new busi- 
ness manager. You, 
gentlemen, (Bill was 
addressing an of- 
ficers’ meeting) and 
your assistants are 
contact troops. 
Broadeast publica- 
tion advertising is 
your long range ar- 
tillery preparation, 


Applied To 


Bank Printed 


Bill Wilson works on the theory that if solic- 
itation calls for ‘infantry tactics,” direct 
mail should be like cavalry and airplanes 
















“TF THE reason I get a letter is clear and distinctive in my own cir- 
cumstances, and if the letter shows me that its signer singled me 
out for some clear and distinctive interest he has in me, he'll find I 
hardly stop to inquire whether the letter I get from him has a 
thousand counterparts or none at all.” 


The President’s Instructions On 
Mailing Lists 


Addressing the bank’s officers, President 
Moderwell said: 


“Gentlemen, the value of these plans to the 
bank depends entirely on yourselves. You, or some 
one in your departments, must personally know the 
facts about every man or woman to whom these 
letters go. Some officer or senior employe must 
personally initial every name in every list. 


“These initials are O. K.’s for expenditure of 
the bank’s funds and unless you know why you’re 
doing it, they should be withheld. I don’t care if 
this cuts a mailing from 10,000 names to 10. 


“But I will insist—as always—that communica- 
tions mailed from this bank shall be just as care- 
fully handled when they go in quantities as when 
they go singly.” 
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Matter 


By R. E. PORTER 


direct-mail advertising is, 
or should be, the eyes of 
the army and its force of 
scouts. It should project 
and multiply the bank’s 
personality, show the spots 
where direct personal at- 
tack will do the most good 
for the least effort, and. 
when possible, actually 
bring about that contact 
by producing per- 


sonal ealls at the 
bank.’’ 
“Do you think 


any mail plan can 
get worthwhile peo- 
ple to change their 
bank ?’’ interrupted 
the cashier. 

‘Why no, Mr. 
Avery,’’ said Bill, 
‘‘that wasn’t . the 
sort of opposition 
I had in mind. In 


my judgment, the 
force opposed to us 
is not nearly so 


much the competi- 
tion of other banks, 
as it is the lack of 
precise information, 
the carelessness and 
the procrastination 
of people we ought 
to be serving bet- 
ter.”’ 

‘* How are you go- 
ing to find the right 
ones?’’ asked Mr. 
Kearney of the trust 
department. 

‘*That question,’’ 
Bill affirmed, 
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‘‘touches the heart of the whole 
direct-mail question. If every bank- 
er asked it and insisted on a econ- 
vincing answer before spending a 
cent in direct advertising it would 





‘‘Commercial department mail- 
ings will be to the contact lists of 
the officers only. 

‘*Safe deposit literature will go to 
highly-rated neighbors and to con- 


save banks big sums of wasted nections of stockholders, directors, 
money,and employes, 
add even and eus- 
bigger tomers. 
sums to HE opposition a bank has to “We'll 
their prof- deal with is not the compe- first work 
an tition of other banks, but the out and 
** Direct “pee” ° hand-pieck 
eeete. lack of precise information, the ant a 
ing must carelessness, and the procras- however 
be direct. tination of people the bank small that 
It must ought to be serving. makes them 
aim a per: —and then 
sonal mes- let them 


sage at a 

personally-interested reader 
whose full name, correct address 
and need of the service offered 
are personally known to some 
one in the bank. 

‘‘For example, take the sav- 
ings department. I am not go- 
ing to recommend any general 
mailing to all small and inac- 
tive balances. I am recommend- 
ing a personal message and sev- 
eral follow-ups from the savings 
manager to customers whom we 
are convinced should be visiting 
the bank oftener with money to 
deposit. When a man or woman 
opens an account, we are going 
to find out whether it is intended 
to grow by monthly or weekly 
deposits, or is simply to safe- 
guard a set deposit for a fixed 
time. When an account is closed, 
we are not going to keep it ficti- 
tiously open with a nominal bal- 
ance unless the customer states 
his intention of making renewed 
deposits in the near future. 

**Old dormants and temporary- 
investment balances are not go- 
ing to receive mail matter at all. 
Prospects are not going to re- 
ceive mail matter on savings 
unless, in the first place, their 
addresses are closer to the Gib- 
raltar than to any other bank 
and unless, in the second place, 
it ean be shown that their earn- 
ings are over (say) $40 per week. 

‘‘Trust department letters 
and booklets are not going to a 
single outsider until we have ex- 
hausted the present customer list of 
worthwhile people who deal, or 
whose concerns deal with the other 
departments. 
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grow as 


Bill Wilson’s 
Direct Mail 


Program 


Savings Department 


A personal message and sev- 
eral follow-ups from the savings 
manager to customers whom 
we are convinced should be 
visiting the bank oftener with 
money to deposit. 


Trust Department 


Personal letters and booklets 
to the present customer list of 
worth-while people. 


Commercial Department 


Mailings only to the contact 
lists of officers. 


Safe Deposit Department 


Letters to highly-rated 
neighbors and to connections 
of stockholders, directors, em- 
ployes, and customers. 





they started—even if that 
means only one new name a day.’’ 


were 


** Are you recommending facsimile 
letters or booklets?’’ queried Presi 








dent Moderwell from the head chair, 

‘*Sometimes one and sometimes the 
cther, but nearly always both to- 
gether,’’ was the answer. ‘‘A letter 
must be short or it loses effectiveness. 
It cannot explain anything in much 
detail and it’s at its best when it 
emphasizes a fact already under- 
stood, reminds of a time for action, 
and urges a simple, definite come- 
back. But it can make a man read 
a booklet which he might otherwise 
throw aside, it can elicit a call, or a 
response where type would fail to 
produce that reaction in so many 
cases. 

‘‘The booklet or folder can say 
what would look long in a letter and 
still seem very brief and snappy. It 
ean be illustrated, it can be colored, 

and, if it’s a good one, it ean be 
kept and passed from hand to 
hand.’’ 

‘Do you think faesimile let- 
ters fool anybody ?’’ asked prac- 
tical-minded Mr. Bill 
hesitated over his answer. 

‘*T think they often do,’’ he 
finally stated, ‘‘but I think they 
never should, and I’m sure that 
the number of readers they 
‘fool’, as you eall it, has nothing 
to do with their results. You, 
or any other officer, can sit down 
and write every word of a letter 
with your own fountain pen and 
if the man you send it to has no 
real connection with you or your 
subject matter, he will not be 
‘fooled’ into thinking that he 
has. 

‘On the other hand, if the 
reason I get a letter is clear and 
distinctive in my own cireum- 
stances, and if the letter shows 
me that its signer singled me out 
for some clear and distinctive 
interest he has in me, he’ll find 
I hardly stop to inquire whether 
the letter I get from him has a 
thousand counterparts or none 
at all.’’ 

Each officer had a capacious 
leather binder on the table be- 
fore him containing three letter- 
and-enclosure units of a savings, 
a trust, and a safe deposit series. 
Back of these were outlined a 
fall, a new year and a spring 
letter to commercial prospects, 
which would be signed for his 

quota by each contact officer and 
would carry as enclosures a resumé 
of local progress in the bank’s own 


Suggs. 


(Continued on page 44) 
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Fewer Errors 


In Balancing 


TELLER’S cage sheet that has enabled 
a small bank to reduce errors in “‘bal- 
ancing out”’ to a minimum. 


By C. M. OUTLAND 


Of the Peoples Commercial Bank, Bellefontaine, Ohio 


UR bank is one of two in an Ohio 

town of 10,000. Our deposits 
total $1,500,000 while our average 
daily volume of business is near 
$150,000. 

Seven tellers handle this business 
in the following manner. In Cage 
No. 1, matters pertaining to loans 
and discounts and investments are 
handled. In Cages No. 2 to No. 5 
the usual business of a commercial 
bank is transacted. Incoming eol- 
lections are paid at window No. 5. 

All the activities of our savings 
department are taken care of in 
Cage No. 7. This ineludes regular 
savings, school savings, Christmas 
and vacation elubs. The rental of 
safe deposit boxes is made here and 





this teller has charge of the ‘‘ guard 
key.’’ The eash balance is main- 
tained at $1,000 in this cage and any 
necessary adjustment at the close of 
the day’s business is made through 
Cage No. 6. 

The teller in the latter cage is re- 
sponsible for all irregular items, so- 
called cash items, returned checks, 
mutilated currency, coupons, orders 
on depository funds, ete. The mzil 
totals and clearings for the local 
banks are worked through this eage, 
too. 

We use a teller’s cage sheet which 
you will see is an extremely simple 
one, but it is fully adequate for our 
needs. The data headings are given 
as used by the majority of our 





The cage sheet can be hand-made for a small bank. Larger banks will find the 


expense of printing fully warranted. 
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Cage Organization In 


A Small Bank 


Cage 1. Loans and discounts 
Cage 2. Paying and receiving 
Cage 3. Paying and receiving 
Cage 4. Paying and receiving 
Cage 5. Incoming collections 
Cage 6. Irregular items, cash 
items, returned 
checks, mutilated 
currency, coupons, 
orders on depository 
funds, mail totals, 
local clearings. 
Cage 7. Savings, safe deposit. 


tellers. However, it is flexible enough 
to meet the special requirements of 
Teller No. 6. 

These cage sheets are charged with 
all incoming items and eash on hand 
at the beginning of the day, then 
credited with all outgoing items and 
cash on hand at the close of the day. 

The charge ticket is for general 
ledger items or charges to the ae- 
counts of our customers. The plain 
credit ticket is used when cheeks are 
certified and for miscellaneous 
credits, while the other -reecords 
drafts, eashier checks or certificates 


(Continued on page 45) 
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Strong Financial Advertisements 


“Governors of Virginia 


In Colonial Days” 


The third of a series of advertisements that 
will be published from time to time to show 
the type of publicity that has proved profitable 


An indication of 
the interest in a 
series of advertisements of 
which this is one may be had 
from a paragraph comment- 


Results 


ing upon the series by 
Douglas S. Freeman, ex- 


president of the Southern 
Historical Society. Mr. Free- 
man says: ‘‘This is per- 
haps the most original series 
of advertisements ever pub- 
lished in Richmond news- 
papers. Other people have 
employed the _ historical 
motif with very little success 
and many have tried to link 
their institution with the 
larger life of the community 
in which it was located. It 
has remained for the State 
Planters Bank & Trust Com- 
pany, net only to attain both 
these ends but in the doing 
to breathe into its advertise- 
ments a spirit of romance and at the 
same time to make them historically 
important. Scarcely anywhere else 
are assembled so many portraits of 
those adventurers who made Vir- 
ginia a safe land and a free. In no 
single book of reference are as many 
sharp-pointed facts about the Old 
Dominion, its famous governors and 
its capital so tersely summarized. 


, Realizing the value of his- 
Object toric names and places to 
enrich the common every day life of 
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“4 Sin Warren Raceron \ . 
Fou noes or Vircinia 
Noledoer Patriot father 


“On Murch 25th, 1584, Raleigh obtained from Queen Elrzabeth an 
ample patent and the title of Lord Proprietor over an extensive re- 
gion in America which the Queen subséquently called “Virgmia’ " 


Raleigh expended a large sum on his colonization project 
and, although unsuccessiul, he blazed the way for those who 
followed 


When his first settlement on Roanoke Island had to be 
abandoned, the colonists took back two valuable contribu- 
tions to English agriculcure—Indian corn and potatoes 
Raleigh cultivated the latter on his estate in Ireland, hence 
the name “Irish” potatucs. Last, but noc least, he intro- 
duced the use of tobacco 


After many triumphs aod failures, much honor and misfor- 
tune, Sir Walter, unjustly accused of treason, was behcaded 
October 29th, 1618, in Old Palace Yard, London. Unafraid, 
he walked forth to death. Passing his fingers across the axc, 
he remarked: “Ir #s a sharp medicine, but one that will cure all 


of my dise ‘ 


SIATE-PLANTERS BANK“ TRUST € 


RICHMOND, VIRGINIA 


COMMERCIALBANKING ~ TRUSTS ~ SAVINGS ~ INVESTMENTS 


T Total value, im 1925, of Virgenia's Irish and sweet potate crops, $23,445,000.00 
Tebscce exported through Hampton Reads valued at $122,000 000.90 





the living, The State Planters Bank 
and Trust Company of Richmond, 
Virginia prepared and presented a 
series of advertisements regarding 
the governors of Virginia during 
colonial days. The work is to be 
credited to Miss Rose Scorgie, adver- 
tising manager of the bank. 


. These adver- 
Where Published... ents 
were prepared for the newspapers of 
Richmond and began in October, 
1927. Fifty-nine of them were later 





published in book form to be 
given to those who asked for 
them and to public institu- 
tions for their files. 


All the adver- 
tisements were 
published with the same dis- 
tinective lay-out as shown in 
the illustration. Each one 
had a picture, usually of the 
person described, but some- 
times of something else char- 
acteristic of the man men- 
tioned. Underneath the sig- 
nature, as shown in the re- 
production here, was a paren- 
thetical sentence which 
usually added information 
along the line of the adver- 
tisement itself or gave in- 
formation as to the present 
development of some out- 
standing Virginia or Rich- 
mond industry mentioned in the copy. 


Lay-out 


The principal characteris- 
ties of this copy are its 
brevity and its human interest. A 
lengthy study of the subject was 
boiled down into a few words and 
these words transmitted the largest 
possible amount of information. It 
is to be noticed particularly that no 
tie-up was attempted with the bank 
itself with the exception that the 
bank’s neat logotype signature was 
used at the bottom of the copy. 


Copy 
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Industria 


ORRIS plan banks find 
that systematic saving 
makes personal credit with- 
out collateral possible and 
profitable. 


WO hundred bankers who had 

loaned more than a billion dol- 
lars to five million people gathered in 
Richmond, Va., October 8, to dis- 
cuss their mutual problems, find new 
ways to further humanize their in- 
stitutions, and to more completely 
democratize bank eredit. These men 
represented Morris Plan banks op- 
erating in 127 of the largest cities in 
the United States. 

America is great, not only because 
of her natural resources, but because 
of the natural resourcefulness of her 
people. When a need arises, some 
brain begins to seek a means of sup- 
plying it. When a need for a more 
universal use for bank credit became 
apparent, Arthur J. Morris and a 
few of his associates formed in Nor- 
folk, Va. the first Morris plan bank. 
It had a eapital of but $20,000, and 
it interested men philanthropically 
inclined, who hoped the new institu- 
tion might assist in driving the loan 
shark out of business. 

The new bank welcomed all classes 
who had financial problems. It ad- 
vertised that it would make loans on 
character and earning power of the 
borrower and two friends, none of 
whom needed to have established 
credit or real property. 


Plan Teaches Systematic Saving 


Many bankers and _ hard-headed 
business men said it couldn’t be done. 
The plan was looked upon as vision- 
ary and impractical. They had over- 
looked the fact that the plan pro- 
vided for a method of repayment 
which was fitted to the borrower’s 
income, and that loans could be re- 
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‘‘4MERICA is great, not 
A only because of her 


natural resources, but 
because of the natural 
resourcefulness of her 
people. 

‘‘When a need arises, 
some brain begins to 
seek a means of sup- 
plying it.” 

—Robert O. Bonnell 


paid over a full year. It taught him 
to begin to save systematically when 
the loan was made, so that by the 
time the note matured a year later 
he would have accumulated enough 
to pay the obligation. 

The plan supplemented the service 
rendered by commercial banking in- 
stitutions without encroaching upon 
the prerogatives of the latter. It 
made no 30, 60 or 90-day loans and 
carried no demand banking accounts. 
It was simply a new type of banking 
institution geared up to meet the av- 
erage requirements. The plan also 
provided for the sale of investment 
certificates which bore 5% interest, 
earried liberal withdrawal privileges, 
and could be purchased on the in- 
stalment plan. 


Prospers 


- 


By 
ROBERT O. BONNELL 


1927-1928 president, Morris Plan 
Bankers Association 


Morris Plan A Success 


Despite the unpropitious future 
predicted for it, the Morris plan 
bank of Norfolk was an immediate 
suecess, and requests were received 
from all parts of the country for 
similar institutions. In the 18 years 
which have since elapsed, nearly 
every large city in the country has 
established a Morris-plan bank. 

These institutions are, with but 
few exceptions, locally owned and 
controlled. They have combined re- 
sourees of $165,000,000 and savings 
accounts or certificates outstanding 
of approximately $85,000,000. They 
will loan this year nearly $200,000,- 
000 to approximately 1,000,000 peo- 
ple, at rates ranging from 6% simple 
interest to 10% discount. Rates vary 
with the size of the loan and security 
offered. Morris plan banks still 
adhere rigidly to the policy of re- 
quiring the borrower to save system- 
atically in order to pay his loan at 
maturity. 

Naturally the pioneers in any field 
have much expensive experimenting 
to do. Morris plan banks have been 
no exception, but they are now profit- 
ing by experience. Despite the ap- 
palling number of small units which 
have to be handled, the number of 
people involved (three in almost 
every transaction), and the collec- 
tion and accounting detail necessary 
as a result of the savings plan con- 
nected with each loan, Morris plan 
banks have standardized their opera- 
tions, simplified their methods and 
eliminated so much red tape that 
their earnings now compare favor- 
ably with those of commercial banks. 
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Financial Advertisers Association 


A. B. A. Has Optimistic Meeting 


54th Annual Convention, Philadelphia 


ATISFACTION with the present 

and optimism about the future 
was the moving spirit of the Phila- 
delphia Convention of the American 
Zankers Association. No one whose 
experience permitted him to contrast 
it with the gatherings at Houston in 
1927 and at Los Angeles in 1926 
could fail to be impressed with the 
way this spirit animated every gen- 
eral session, every smaller meeting 
and practically every contact be- 
tween man and man in the lobbies 
of the headquarters hotel. 

The return of interest rates to a 
point where the banker may expect 
an adequate selling price for the 
commodity in which he deals, was 
reflected everywhere in natural 
gratification, but the demonstrated 
stability of American business and 
the more than reassuring develop- 
ments of late summer and early fall 
in all basic lines, were the real rea- 
sons for the attitude. 

Political uncertainty was conspic- 











Edgar H. Sensenich, Pres., West 
Coast National Bank, Portland, Ore. 
Pres., National Bank Division A.B: A. 
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American Bankers Association 


Sixth Regional Trust Conference 






Inspiration And Ideas 


From six important conventions for bankers 







A. B. A. Program 


for the coming 
year 















Reduced to essentials, this 
program contemplates: 

I. The establishment of 
an information service for 
bankers on: 



















a. Operation and earn- 

ings 

b. Investment program 

II. The preparation of 
material for discussion on 
banking problems and 
management by group or 
county organizations of 
bankers. 

III. The setting up of 
a model bill for granting 
certificates to bank officers 
and methods of forward- 
ing this movement. 







uous by its absence. Elections were 
discussed in the same sporting spirit 
that the garrison finish, then being 
staged in the National and American 
leagues, was talked about, but no 
one seemed to feel that the outcome 
in November would have any bearing 
one way or the other on American 
prosperity. 

No rosebush ean be absolutely 
without a thorn or two, and the bond 
market, as recent developments in it 
have affected bank portfolios, was 
frequently used as a text for the 
lesson that bank managements have 
not altogether solved the important 






















































Investment Bankers Association of America 
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question of secondary reserves. 

No better city than Philadelphia 
could have been chosen for such a 
convention at such a time. The 
solidity of banking and business in- 
stitutions, many of which date back 
for more than a century, the con- 
servative quality of the Philadelphia 
spirit, and the splendid realities of 
faith and prosperity which underlie 
that conservatism, were just the 
background against which a highly 
optimistie convention could stand 
out in best relief. 

With the over-tone of satisfaction 
there went a bass note of high resolve 
to improve bank management in the 
United States and to do this mainly 
by enlarging the calibre of American 
bankers. 

Each delegate and guest seemed 
determined to do this for himself 
and the association as a whole empha- 
sized it clearly in the announced 
program for the coming year which 
was given by the new president, 
Craig B. Hazlewood. This is briefed 
in the panel with this article. 

(Continued on page 36) 





S. J. High, Pres., Peoples Bank & 
Trust Co., Tupelo, Miss. Pres., State 
Bank Division A. B. A. 
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The Halls O£ Finance 


The American Commercial and Savings Bank, Davenport, lowa 


The third in a series of pictures showing 
some of the most modern banking rooms 


HE public lobby occupies the 

central portion of the room, an 
arrangement which has proved to be 
the best in bringing customers in 
proper contact with officers and em- 
ployes with a minimum of congestion 
on busy days. 

The officers are placed where they 
are easily accessible to the patrons 
of the bank and ready at all times 
to meet customers in an informal and 
companionable way, while conference 
rooms for discussions of a more pri- 
vate nature are close at hand. 

The design selected by the archi- 
tects takes its inspiration from the 
period of the Italian Renaissance 
and its suecessful adaptation to the 
strictly modern requirements is 
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Features In This 
Bank Interior 


Beautiful windows 
Colorful decorations 
Art chandeliers 
Mural paintings 
Liberal lobby space 


High ceiling 


demonstrated by the amount of day- 
light provided in all parts of the 
banking rooms. The main room, with 
its ten tall columns supporting the 
arched ceiling, is cathedral-like in 
proportion and impressively spa- 
cious. 

The efforts of the architects were 
directed toward producing an in- 
terior of rich but subdued hues, 
avoiding the aspect of bright new- 
ness while breathing the air of dig- 
nity which has been softened by use 
and the passage of time. The walls 
are wainseoted to window sill 
height in imported dark red-purple 
Greek Levanto marble, and above 
that are finished in a hand-textured 


(Continued on next page) 
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Comptroller of Currency McIntosh Says: 





“Small Banks Should Invest Cautiously” 


T IS difficult for the 
country banker to find 
time to study the invest- 
ment question. Of course, 
he should certainly study 
these problems as inten- 
sively as he can, but he 
should take another step 
upon which I place great 
emphasis and which I de- 
sire to emphasize as a 
solution, and that is he 
should communicate with 
his correspondent bank 
and ask its aid and assist- 
ance in making his invest- 
ments. To do this he 


should at once stop buying his securities 
promiscuously from every “Tom, Dick and 
Harry” salesman who calls at his bank. 

His correspondent bank will not only offer 
him every assistance in his problems but it 
will recommend to him high-class security 


The Halls of Finance 


(Continued from preceding page) 
plaster under the parchment-like 
decoration. 

The floors in the public spaces are 
of Roman buff Travertine, a porous 
limestone of excellent non-slip qual- 
ities. The floors in the officers’ 
spaces are of marbleized rubber in 
Levanto colors of red and brown. 

The counters are constructed of a 
combination of Levanto marble an: 
hand wrought oil and frame-finished 
iron, polychrome decorated, and are 
especially worthy of close examina- 
tion. They are graceful and light in 
proportions and are a departure 
from the iron bar effect which has 
so long been characteristic of bank- 
ing quarters. 

The endorsing desks and settees 
are constructed of the same type of 
ornamental wrought iron, and the 
calendar cases of bronze are very 
delicately designed and modeled with 
the infinite care of a jeweler. An 
innovation is the sitting-type en- 
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dorsing desk with its accompanying 
comfortable chairs, a feature of the 
center of the banking lobby. 

In addition to the Travertine stone 
and Levanto already described, ten 
other different marbles have been 
used in the banking premises. 

The woodwork throughout is of 
American walnut with — special 
antique finishes used in the private 
offices of the president and vice- 
president and in the directors’ room, 
where wainscoting to the ceiling is 
in carefully selected panels. 

The entire building and bank in- 
terior was designed and constructed 
under the management of Weary & 
Alford Co. of Chicago. 


The charter and name of the ANN 
ARBOR TRUST CO. have been purchased 
from R. T. Dobson & Associates by parties 
comprising the Ann Arbor firm of Brown- 
Cress & Co., Inc. Mr. Dobson retires from 
active control of the firm. The business 
of the bond department and of the mort- 
gage department of Brown-Cress & Co., 
Ine., will be transferred to the trust com- 
pany. 





investment houses from 
which he may deal with 
safety. Moreover, the 
correspondent bank or a 
good investment house 
often offers a service which 
is valuable, that is the anal- 
ysis of the bank’s security 
holdings. An analysis of 
this sort, which is of great 
value to the banker, is one 
which analyzes his reserve 
and investment needs and 
measures his actual situ- 
ation against these require- 
ments. Such an analysis, 
when intelligently and 


conscientiously made, is invaluable to a 
banker in dealing with his problems. 
an analysis may perhaps be new to many 
bankers but it is of such value that banker 
after banker is adopting it, for it makes 
possible a higher margin of profit. 


Such 





American Bank Travel Bureaus 
Convene 


New informational features will charac- 
terize the annual meeting of the Associa- 
tion of American Bank Travel Bureaus 


November 12 and 13 at Chicago, in con- 
junction with the International Travel 


Show in which 25 foreign countries have 
already declared their intention to par- 
ticipate. 


The organization will issue credential 
cards to the manager of any bureau owned 
and operated by a bank and holding the 
ageney for conference lines, entitling non- 
members to attend everything but the 
executive meeting. 


Association members will submit samples 
of the forms and records employed in 
routine handling of clients and will furnish 
photographs of window displays and copies 
of letters and pamphlets used in cireulariz- 
ing bank depositors and familiarizing them 
with travel bureau services. Foreign litera- 
ture obtained from unusual sources will be 
exhibited. A number of talks by members 
and representatives of travel institutions, 
followed by round table discussions, will 
be scheduled for every available moment 
during the two days. Physical equipment 
of bank travel bureaus will be dem- 
onstrated. 







BANKERS MONTHLY NOVEMBER 1928 


“Here's the 
|S Aer va! 


IN FIRE-PROTECTIVE, TIME-SAVING 
LEDGER SYSTEMS 


LD-STYLE LOOSE-LEAF LEDGERS are fast losing ground. 
They slow up bank efficiency and steal profits. 








Let us show you how scores of abreast-of-the-times 
banks are using the Shaw-Walker Insulated Savings Ledger 
Desk and Card Ledger Forms to take care of an increased vol- 
ume of business with greater speed and improved customer 
service and at a much lower colt. 














— These improved insulated steel desks—housing 15,000 accounts 
ocia- 2S =25==: “Built Like a im less than 15 square feet of 


‘eaus +t sansa Specimens of Shaw- 


oo — Walker Savings Skyscraper” floor space—also provide 
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nish Other 
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— Bank Equipment: THE SHAW-WALKER COMPANY, 

them athena Cina Bank Department, 6M-11, Muskegon, Mich. (2 re, 
tera- eae clay ag en Gentlemen: Send me, FREE and without obligation, a copy ot your Special Report Bulletin, MODERN 
Il be Forms for All Records METHOD OF SAVINGS LEDGER ACCOUNTING, which I understand is a compilation of re- 
bers Filing Cabinets ports from progressive banks concerning successful changes they have made in their bookkeeping 
ions, Teller’s Vault Trucks routine and installations of equipment that have brought them greater operating efficiency. 
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Practical Innovations In New 


Rhode Island Bank 


Industrial Trust Company of Providence dedi- 
cates the tallest building in New England 













































































Providence deserves to be proud of this modern skyscraper, the 
tallest building in New England. 


* pected landmark for Rhode Is- 
land, the tallest structure in 
New England; and home for one of 
the great financial institutions of 
Providence is the new building of the 
Industrial Trust Co. pictured here. 
Rising 26 stories, from the heart of 
Providence, it becomes one of the 
show places of city and state. 

Spaciousness, designed for years 
of future growth, and maximum con- 
venience and every modern comfort, 
combined with New England simpli- 
city and beauty of design, mark the 
interior of this building. 

The bank actually occupies six 
floors, although, as far as the floors 
are numbered in the building, its 
quarters do not go above the third. 
In counting these six floors, the base- 
ment with its heating, ventilation 
and water-pumping apparatus, is not 
counted. 

In the upper banking room, the 
tall, massive pillars of Belgian black 
marble stand out against a cheerfully 
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light and colorful background. With 
its great spaces, clear-cut lines and 
simple beauty, the room has an atmos- 
phere of New England substantiality. 
There is a cheerfulness in the warm 
vrays, the soft browns and quiet 
reds, brought out by the contrast 
with the black marbles and dull 
bronzes. 

Floor and walls are of gray and 
white, the floor relieved with inset 
squares of black and red, the walls 
being plain. Color at the sides is 
supplied by the black marble columns. 
The ceiling and frieze just below is 
relieved with red and gold. The 
counters embody tan, black and red. 

Three domes are set into the ceil- 
ing, an ornate chandelier hanging 
from the centre of each. In the dome 
at the Exchange Place end are rep- 
resented the days of the week, the 
four winds and four seasons are 
motif for the central decoration, 
while in the dome over the West- 


minster street entrance are the zodiac 
. 









and the months of the year. 

The opening of the new quarters 
will bring about several innovations 
in handling customers. 
cipal one is that money may be both 
deposited and withdrawn at the same 


The prin- 


windows. Further, there are no 
alphabetical divisions of windows, 
A man whose name begins with ‘‘Z”’ 
may make a deposit at the same win- 
dow where a man whose name begins 
with ‘‘A’’ has just cashed a check. 

Heretofore big depositors have 
gone to the same windows as those 
making small deposits. In the new 
quarters, all persons with deposits 
involving the counting of large sums 
are to be sent to special windows at 
the Exchange Place-Areade street 
corner. Here, instead of requiring 
the customer to wait while the teller 
counts the money, the teller will re- 
ceipt for the package and pass the 
package, unopened, to the money- 
counting division. 

In all cases, bank workrooms are 
directly behind the counters where 
relations with the public are carried 
on. 

The bookkeeping department has 
a big battery of new machines. The 
ceilings of all workrooms where 
bookkeeping or other machines are 
used is soundproofed. 












Slogans For Bond Selling 


1. Conservative bonds—easily 
liquidated. 

2. An honorable record of con- 
servative investments. 

3. <A quarter of a century of good 
bonds and sound banking principles. 

4. Bank-made bonds are good 
bonds. 

5. Buy bonds and save the in- 


terest. Buy bonds and spend the in- 
terest. 

6. Our bonds are safe-made 
bonds. 


7. You van bank on bank-made 
bonds. 

8. An honorable record of sound 
bonds. 

9. Conservative bonds for the 
conservative investor. 

10. Bonds of quality and safety. 


Believe me when I tell you that 
thrift of time will repay you in after- 
life, with a usury of profit beyond 
your most sanguine dreams; and 
that waste of it will make you 
dwindle alike in intellectual and 
moral stature, beyond your darkest 
reckoning.—W. E. Gladstone. 
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MORE 
THAN PROTECTION 


... faster, more 


economical, 


more efficient 
methods of check 
preparation 


The Super-Speed Protectograph. Imprints 
1200 checks an hour! 


Tue Todd System has long been recognized as 
the most thorough defense against check altera- 
tion. Throughout the business world, in 63 
nations, the deeply shredded, indelible imprint of 
the Protectograph daily guards the amount line 
on millions of checks. Todd Greenbae Checks, 
with their famous self-canceling feature, are 
used by thousands of business firms for protec- 
tion against alteration or counterfeiting. The 
most nearly non-counterfeitable signature 
known, the signature of the Todd Check Signer, 
is fast becoming the accepted signature of every 
modern business issuing pay-roll checks, divi- 
dend checks or other checks in quantities. 
Certainly, protection has been a most signifi- 
cant factor in gaining for the Todd System its 
reputation throughout the business world. But 
there is another reason for its wide use, a very 
important reason—speed! Todd machines oper- 


ate with extraordinary speed. They are savers 


The Protectograph eliminates a 
large percentage of all check frauds 
by preventing raised amounts. The 
Protectograph is made in a variety meat 


22.50 up. Only Todd can make Be: ae 


a Protectograph. 


Todd Greenhac Checks, with their 


“‘counterfeiting.”’ Superbly 


The new Century Protectograph. Amaz- 
ing speed. Quick adaptability. Unusual 
ease of operation. , 

of time. They reduce the cost of labor. They 
introduce worth-while new economies into rou- 
tine procedure. With the Todd System it is 
possible not only to prepare checks thoroughly 
protected, more easily legible, and more distin- 
guished in appearance, but to prepare these 
checks in a fraction of the time necessary by 
hand methods. Every modern business can profit 
by this saving of time and effort. 

So rapid has been the advance in check prep- 
aration by Todd methods that any bank or busi- 
ness executive will find it much to his advantage 
to discuss recent developments with a represen- 
tative of The Todd Company. Call the Todd 
office in your city or write us on any question 
regarding check protection methods. The Todd 
Company, Protectograph Division. (Established 
1899.) 1137 University Avenue, Rochester, 
N.Y. Sole makers of the Protectograph, Super- 
Safety Checks, and Todd Greenbac Checks. 


TODD SYSTEM OF CHECK PROTECTION 


eliminate another source of many p, >> ties, namely forgery of signature 

- check losses by preventing change f >/ 

of models, one for every check June 6 ats «| of payee’s name, date and number 

writing requirement, priced from ¢ . ’ and 
S14 printed or lithographed, they are 


PS PPEE nase 23 tS made only to order, never sold in 
blank. 


fled Todd users receive 


porat'on of America. 


Readers will confer a favor by mentioning THE NOVEMBER, 1928 BANKERS MONTHLY when writing to our advertisers 





Standard Forgery Bonds cover the 


and forgery of endorsement. Quali- 


at the most advantageous discounts 
from the General Indemnity Cor- 


“Overs and Shorts” 


Conducted By James L. Dilley 





Two Bankers Discuss A Big 
$100,000,000 Bank Merger 


First Banker: Well, Joe, I made 
that hole in four. Not bad, eh? 

Second Banker: Pretty fair, pret- 
ty fair. But say, you gotta start 
counting up for lost balls on this 
next hole or it’s no match, under- 
stand ? 

First Banker: Aw, what’s a little 
matter like that between friends. 
It’s the actual strokes that count, 
not the penalties. 

Second Banker: All 
right, but..... wowie! 
How did you like that 
drive? 

First Banker: That 
was a peach, Joe, no 
fooling. Two hundred 
and twenty yards, easy. 
But just cast your eyes 
on the old master a 
minute. Aw, rats! I 
always slice with this 
elub. 

Second Banker: 
Yeah, You always slice 
with that club. Why 
don’t you throw the 
thing away, if you 
can’t play with it? 

First Banker: Never 
mind that, now, wait 
till I get in one of my 
famous mashie_ shots 
and I’ll take this hole 
anyhow. 

Second Banker: Just 
try and take it. But 
say, by the way, Tom, 
how about merging our 
banks? We need a big 
$100,000,000 bank out 
in this neck of the 
woods. 

First Banker: Sure thing, Joe, 
that’s a fine idea. It’ll make things 
more convenient to get together for 
a game of golf once in a while. 

——0-—_— 

First Teller: Well, do you feel 
safer behind this new bullet proof 
glass? 

Second Teller: Naw, darn it, my 
wife can still look through it. 
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Nervous Teller (on his first day in 
the eage): Gosh, what if someone 
should stick a gun in my face and 
ask for all this money? 

Old-Timer: That’s easy. Just 
tell him he'll have to step over and 
see the cashier about that. 


5 Hi 4 

KV Mi my He 

WTA AY 
, 


PATHETIC FIGURES IN GOLF— 


The Dub on a Strange Course 


THE man who has made himself a hero to his caddy with an 
accidental drive of two hundred and fifty yards off the first tee. 
He always dubs with every club in the bag except the mashie. 
His caddy is handing him a brassie to slap it on the green with. 


Auto Salesman: Are you in the 
market for a new car this year? 

Bank Employe: No, I don’t think 
I’ll have any time for a ear this 
year. They’ve transferred me to 
the auditing department. 

a 

Then there was the Scotchman 
who walked back from a round 
trip excursion to save his return 
ticket. 







Drawn by Arthur DeBebian 
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The Bankers Dictionary 


Batch System: The Allerton Club 
residences for unmarried men. 
Blue-Sky Law: A community or- 
dinance against sky writing. 
Bull Market: Where toreadors 
— spend their money in 
Mexico. 

Capital Stock: Those 
contented cows from which 
we get canned milk. 

Chairman of The Board: 
The job just above that of 

'Z president on the bank state- 

ment sheet. 

Depreciated Cur- 
rency: Any kind of 
currency at a_ night 
elub. 

Gross Earnings: See 
current income tax re- 
port for Milt Gross. 


Half Crown: ‘The 
one worn by the king 
of Italy. 


Holding Company: 
What has to be done 
when the Smith family 
bring over their chil- 
dren for the evening. 

Income: What most 
people exaggerate to 
their neighbors and 
minimize to the govern- 
ment. 

Independent Bank- 
ing: When the wife 
opens a separate sav- 
ings account. 

Letters of Credit: 
Those annoying mis- 
sives so frequently sent 
out by _ installment 
houses. 

— —-()—- + 

Stern Father: I don’t take much 
stock in John’s new enterprise. 

Young Wife: How strange! John 
was just going to speak to you about 
that very thing this evening. 

a | 

Jinks: Can I trust you with 
$1,000 ? 

Binks: Certainly. Why shouldn’t 
you? I have lots of money, myself. 

Jinks: Then lend me five dollars. 
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E Continental National Bank and Trust Company 

and the Illinois Merchants Trust Company soon will 

) be consolidated as the Continental Illinois Bank and 
Trust Company. The consolidated bank will have capital of 75 
million dollars, surplus of 65 million andreserves of 10 million. 
Deposits will be approximately 900 million and resources will 
exceed one billion. George M. Reynolds will be chairman ofthe 
executive committee. Arthur Reynolds will be chairman of the 
board. Eugene M. Stevens will be president. Correspondents 
of both banks will be able to transact their business at the 
consolidated bank with officers who are now serving them. 
The united bank will have direct relations with more banks 
in the United States than any other bank, and its foreign 
bank connections will run into the thousands. It is planned 
that the consolidated bank will be a member of the Federal 
Reserve System. Affiliated with the consolidated bank will 
bean investment securities company—the Continental Illinois 
Company. It will have a capitalization of 20 million dollars 


CONTINENTAL 
NATIONAL BANK 


& TRUST COMPANY 
OF CHICAGO 
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The Bankers Librarian 


The seasoned life of man is preserved and stored up in books.—Milton. 





COMPLETE BOOKLET ON WILLS 
Your Will, Why and How You Should Make 


The name of it is Reflections. It is a four-page 
pamphlet and every articde in it is a practical 
treatise on something of interest to those con- 
One is the title of a new booklet published by sidering a trust account. It would pay trust 
the California Trust Co. of Los Angeles. It is oficers to secure a copy of this house organ 
one of the most complete treatise of this im- by addressing the company at Los Angeles. 
portant trust company subject that has come to a . 
this office. It consists of questions and answers Interesting Facts, a booklet giving graphic 
covering 45 pages and treating of every phase information concerning the properties of the 
connected with the making of wills. Mrs. Cora Associated Gas & Electric Co. Associated Gas 
Eleanor Ross is responsible for the publication & Electric Securities Co., 61 Broadway, New 
and she is to be congratulated. Copies may be York City. 

Stock and Bond Register, a record showing 


secured by addressing her. 
sticks strictly to its the important features of each security held 
California Trust Co. by an investor. Otis & Company, 216 Superior 


A house 
subject is 


organ that 
issued by the 





PENOBSCOT BUILDINGS 
IN DETROIT order 


5000 Athey Shades 


This is the 25th large Detroit installation 
of Athey Shades in the most recent sky- 
scrapers. 











The added beauty, distinction, and utility of 
Athey-equipped windows attract the most 
desirable class of tenants, make leasing easier. 






47-story ° 
Penobscot Bldg., * 
Detroit, Mich. 




























Consider the utility of Athey Shades. 
They lower from the top and raise from 
the bottom. As light conditions change, 
the shades may be instantly adjusted in 
any, oy degree to keep out the 
sun's glare, yet letting in a soft glow 

Oi ditfues light. Unlike awnings, 
chick darken the room and make 
artificial lighting necessary, Athey 
Shades utilize all of the available 
daylight, shading out only the blind- 
ing glare. They are consider- 
able aid in proper ventilation. 
Always the same distance 
from the windows—no flap- 
ping in the breeze, no noise, 
no catches, no springs. Made 
in any desired length and in 
widths to 16 feet. Sunbursts 
furnished for circle-head, seg- 
mental or Gothic windows, 
also operating shades for sky- 
lights. 





Give us the number and aver- 
age size of your windows and 
receive our estimate together 
with samples and colors of 
material. Complete catalog 
sent upon request. 








ATHEY COMPANY 


6101 W. 65th St., Chicago 


Representatives in all Principal Cities 
and in Foreign Countries 






PERENNIAL WINDOW SHADES 
and Cloth Lined Metal Weather Strips 
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St.. N. E., Cleveland, Ohio. 


Chain Store Securities, a booklet containing 
a thorough discussion of chain store systems 
explaining why they furnish an excellent basis 
for investment securities. George H. Burr & 
Co., 57 William St., New York City. 


Choosing Your Investment House, 
offered by Halsey, Stuart & Co. 
LaSalle St., Chicago, Il. 


Dependable Investment, a booklet offered by 
C. M. Keys & Co., 60 Broadway, New York City, 


Guaranty Service, a booklet describing the 
work of various departments and outlining 
services available to customers through these 
departments. Guaranty Trust Co., of New York, 
140 Broadway, New York City. 

The Story Of A Municipal Bond, an attractive 
illustrated booklet giving much valuable infor- 
mation of interest to investors. H. ©. Speer 
& Sons Co., First National Bank Bldg., Chicago. 


Foreign Dollar Bonds, a booklet containing 
valuable suggestions for bond buyers and pre- 
senting the record of foreign loans in American 
markets. National City Company, 55 Wall St., 
New York City. 


a booklet 
201 South 


Banking Standards Under The 
Federal Reserve System 


In the belief that within the cur- 
rent operations of our commercial 
and financial system there are hid- 
(len or ‘‘master facts’’ indicative of 
economic order, the Northwestern 
University Bureau of Business Re- 
search, under the direction of Dr. 
Horace Secrist, has planned and ear- 
ried out studies designed to disclose 
them. The results of these studies are 
given in this new book. Banking 
Standards Under The Federal Re- 
serve System by Horace Secrist. Pub- 
lished by A. W. Shaw Co., Chicago, 
Price $7.50. 


Inspiration and Ideas 
(Continued from page 28) 


Administrative Officials And 
Committee Heads 


F. N. Shepherd was reelected as 
executive manager, Thomas B. Paton 
as General Counsel ; W. D. Longyear, 
vice president, Security Trust and 
Savings Bank, Los Angeles, treas- 
urer, and William G. Fitzwilson as 
secretary and assistant treasurer. As 
announced in the October issue, 
Rome C. Stephenson is the newly- 
elected second vice president. 

The following will serve as chair- 
men of the various commissions, com- 
mittees and councils for the year 
1928-1929 under the administration 
of Craig B. Hazlewood, vice presi- 
dent Union Trust Co., Chicago, this 
year’s president. 


Administrative committee: Mr. 
Hazlewood. 

Committee on federal legislation: 
M. R. Sturtevant, vice president 
Liberty Central Trust Co., St. Louis. 

Federal legislative council: M. R. 


Sturtevant. 
(Continued on page 38) 
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ne of the many surprising m UNION TRUSTa 


vistas in the largest single CLEVELAND 
banking room in the world— Resources over $300,000,000 


Readers will confer a favor by mentioning THE NOVEMBER, 1928 BANKERS MONTHLY when writing to our advertisers 








(Continued from page 36) 

Fiftieth anniversary committee: 
Lewis E. Pierson, chairman, Ameri- 
ean Exchange Irving Trust Co., New 
York. 

Finance committee: John G. Lons- 
dale, president, National Bank of 
Commerce, St. Louis, first vice presi- 
dent, A. B. A 

Committee on membership: C. E. 
McCutchen, vice president, First 
National Bank, Wichita Falls, Texas. 

Committee on non-cash items: 
J. W. Barton, vice president, Metro- 
politan National Bank, Minneapolis. 

Committee on state legislation: 
William SS. Irish, president, First 
National Bank, Brooklyn. 


State legislative council: William 


S. Irish, president, First National 
Bank, Brooklyn. 

Committee on taxation: Thornton 
Cooke, president, Columbia National 
Bank, Kansas City. 

Foundation Trustees: J. H. 
Puelicher, president, Marshall and 
Ilsley Bank, Milwaukee. 

Insurance committee: W. F. 
Keyser, secretary, Missouri Bankers 
Association, Sedalia. 

Agricultural commission: Burton 
M. Smith, president, Bank of North 
Lake, North Lake, Wisconsin. 

Commerce and marine commis- 
sion: Fred I. Kent, director Bank- 
ers Trust Co., New York. 

Economic policy commission: R.S. 
Hecht, president, Hibernia Bank 


SS 
RECEIVER] —| 








10% in 10 Days! 


Ordinarily, a city bank is not charged with 
the responsibility of aiding its correspond 
ents to increase their local deposits. But heré 
at the Republic we accept that obligation. 


Last month, for instance, one of our cor- 
respondents was about to celebrate its soth 
Anniversary. They came to our Service 
Department for suggestions. We took 
charge, laid out a complete campaign, wrote 
the copy, injected some new ideas and 
superintended the entire job. And as a 
direct result, that bank increased its total 


deposits 10% in 10 days! 


And if you are interested in a Chicago cor- 
respondent of this type, merely address — 


The Service Department 


The National Bank of the 
REPUBLIC 


-* OF CHICAGO :-: 


Office of New York Representative, No.1 Wall St. 
Office of Pacific Coast Representative, Citizens National Bank Bldg., Los Angeles 
Office of London Representative, 8 King William St., London E. C. 4 











and Trust Company, New Orleans. 
Public education commission: J. H, 
Puelicher. 
Public relations commission: 
Charles Cason, vice president, 
Chemical National Bank, New York. 


F. A. A. In Analytical Mood 


138th Annual Convention, Utica, N. Y. 
T is always easier to strike a con- 
vention keynote before the sessions 
than after them, because variety of 





Taylor R. Durham, Vice Pres., Chat- 
tanooga ergy tone Bank & Trust Co., 
en 


Chattanooga, 


Pres., Savings 
Bank Division A. B. ‘A. 


viewpoints is what makes a conven- 
tion worth holding. 

But the meeting of the Financial 
Advertisers Association at Utica 
rang true throughout to the note of 
eritical self-analysis. The mood of 
diseussion was much more like that 
of the bitterly-experienced credit 
man than the star-eyed optimist. 
Mediums, copy, plans and selling 
methods were acid-tested, one by one, 
and in comparing their good and bad 
points, the good ones were not over- 
stressed. 

There used to be, as a common 
background of F. A. A. discussions, 
the implication that publicity and 
selling plans could do a great deal 
for banks if banks and their con- 
trolling executives were only more 
alive to modern conditions. One 
heard little of this sort of thing at 
Utica—mainly because the F. A. A. 
member is closer to the higher com- 
mand of his bank now-a-days (when 
not actually a part of it) and knows 
more about the inevitable limitations 
of banking. 

Seriously, as in George Dock’s pa- 
per on issue advertising before the in- 
vestment departmental, or lightly, as 
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in the delightfully keen playlet writ- 
ten and produced for the convention 
by Robert Izant and the Knowltons, 
this point was driven home again 
and again. Advertising and solici- 
tation plans must be molded to the 
last detail until they fit the financial 
institution. The institution itself 
must not be searched for limitations 


- that may excuse unsatisfactory re- IF YOU CAN USE 
$ sults from its advertising and solici- ° 
C. H. Wetterau of the American 
National Bank, Nashville, Tennessee, SAVINGS ACCOUNTS 
is the new president. Other officers 
elected were : READ THIS 
First vice president, A. E. Bryson, 


Halsey, Stuart & Co., Chicago, sec- ADVERTISEMENT 


ond vice president, F. R. Kerman, 
Bank of Italy, San Francisco, third 
vice president, C. H. MeMahon, First 
National Bank, Detroit, treasurer, 
E. A. Hintz, Peoples Trust & Savings 
Bank, Chicago. 

The board of directors for the ecom- 


f tation activities. PROFITABLE NEW 


ing year consists of: ; hi b h ° 

Clinton F. Berry, Union Trust T 1S may e t e solution 
Bank of Canada, Montreal, W. E. 

Brockman, Minnesota Loan & Trust 

R. Compton & Co., New York, Chas. New Account Problem aaod 
Eastman, Taylor Ewart & Co., Chi- 


Co., Detroit, C. E. Bourne, Royal 

of your 
Co., Minneapolis, George Dock, Wm. 
eago, Frank Fuchs, First National 


O YOU realize there is a thoroughly reliable, 

long-established agency continually at work 
producing new savings accounts for representative 
banks like yours? 


Do you know that you can call on this concern to 
make a survey of your situation—and that it will 
truthfully tell you whether any of its plans can be 
used to good advantage by your institution? That 
it may even suggest a special plan to fit your case? 
That this will be gladly done without obligating 


you in any way? 


i 


ws 


= ~~ 


If you feel there are hundreds of new accounts 
in your community that you ought to have, and want 
a really effective way of getting them, simply drop 

Arthur V. Morton, vice president, us a line on your bank stationery and we shall be 
Pennsylvania Company, for Insurance glad to send complete information at once. 


on Lives, Philadelphia, new president 
of the Trust Co. Division, A. B. A. 


Bank, St. Louis, H. G. Hodapp, Na- 

tional City Co, New York, Robert J. BANKERS DEVELOPMENT 
Izant, Central National Bank, Cleve- 

heed, 3. Saude denty, Fieaaia CORPORATION 
Trust Co., Philadelphia, H. A. Lyon, 
First National Bank, Boston, A. 31 Nassau St. New York, N. Y. 
Dougles Oliver, Provident Trust Co., 
Philadelphia, Alva Maxwell, Citi- 
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AN OLD BANK ESTAB. 1879 





ANKERS are more discriminating than any 

other class when selecting a banking connec- 
tion. They know the meaning of good service. The 
fact that an ever increasing number of banks and 
bankers carry accounts at this institution indicates 
that its methods of handling out-of-town business 
measure up to every requirement. 


Leroy A. Gopparp 
Chairman Executive Committee 


Henry A. HAuGAN 
Chairman Board of Directors 


Oscar H. Haucan 
Vice-Chairman of the Board 


State Bank of Chicago 


| A Trust Company 
’ LA SALLE AND MONROE STREETS 


Member Federal Reserve System 





| Capitat, Surptus AND Unpivipep Prorits Over $13,000,000 




















Stronck Articles 


Now in Book Form 


HE seven basic articles on bank administration that have appeared in 

previous issues of THE BANKERS MONTHLY are now available in 
book form. These give facts and figures against which you may check your 
bank’s administration and discover ways of improving operations and 
personnel. Many banks have been put on a stronger basis and in some 
eases saved from an embarrassing situation by checking their operating 
figures against those standards set up in these articles by H. N. Stronck. 


Seven Articles On Bank Administration by H. N. Stronck, Price $1. 
Order today from 


THE BANKERS MONTHLY 
536 South Clark St., Chicago, IIl. 








zens & Southern National, Atlanta, 
Hl. W. Kitchell, Illinois Merchants. 
Trust Co., Chicago, I. I. Sperling, 
Cleveland Trust Co., Cleveland, Fred 
M. Staker, Commerce Trust Co., 
Kansas City. 











W. F. Augustine, vice president, 
National Shawmut Bank of Boston. 
The new president of the Clearing 
House Section, A. B. A. 


The trophy for the best bank ad- 
vertising campaign, based on results 
was awarded to J. Blake Lowe, vice 
president, Capital National Bank, 
Jackson, Miss. 

The 1929 convention will be held 
in Atlanta, Georgia. 


Investment Bankers Reported 
Genuine Advance In Work 
17th Annual Convention, Atlantic City 

In his presidential address, Henry 
Rk. Hayes, vice president of Stone 
and Webster and Blodget, Inc., made 
the following significant statements : 

The United States still continues 
to be the largest single lender in the 
international money market. How- 
ever, other nations have been making 
rapid strides. The London money 
market has regained much of its 
pre-war importance and even France, 
since its rapid economic and financial 
recovery, is today an important 
lender, particularly of short-term 
funds. While this recovery of other 
money markets tends to increase com- 
petition for us, it will have a benefi- 
cial effect in that it will lead to a 
more truly international distribu- 
tion of foreign securities. 

The Association has expressed the 
view that no federal legislation of 
the fraud or so-called ‘‘blue sky’”’ 
type is necessary but there is needed 
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more complete enforcement of ex- 
isting statutes. 

Pursuant to that belief, in com- 
pany with former Presidents, Messrs. 
George W. Hodges and Roy C. Os- 
good, and our Committee Counsel, 
Mr. Paul V. Keyser, I presented to 
the Postmaster General a statement 
of the existing unsatisfactory condi- 
tions and recommended that the 
budget of the Post Office Department 
be increased by $500,000 to provide 
funds to finance an increase in the 
force of inspeetors and other per- 
sonnel of the Department to ad- 
equately care for existing needs. In 
my opinion this appropriation will 
not be obtained unless there is a bet- 
ter public understanding of the need 
for it. 

We believe this subject to be of 
public concern and we propose as a 
supplement to our recommendation 
to the Post Office Department to 
keep the public posted of the facets. 
In this way, we hope to obtain this 
appropriation and obtain action at 
the next session of Congress. 





Charles H. Wetterau, vice president, 
American National Bank, Nashville, 
Tenn., the new president of F. A. A. 


A sad thing happened on the next 
to the last day of the convention. A 
group of investment bankers were 
enjoying a ride in an airplane when 
something happened and the plane 
was dashed to the ground, killing 
W. O. Chanute of the banking firm 
of Bosworth, Chanute & Loughridge 
of Denver. Every one in the plane 
was injured including the following: 





Wa the Com- 


pany as our correspondent? 


—u bank president 


+“ 


ECAUSE the basic 
policies of this Company make for 
direct action, prompt decisions, an 
avoidance of red tape. And back 
of these lies a wide experience in 
every phase of a New York 


dent’s duties.” 
correspon ent s duties. 


CENTRAL UNION 


TRUST COMPANY OF NEW YORK 


BANKING Fi fea"9: TRUSTS 


Plaza Office: 42nd Street Office: 


Fifth Avenue 80 BROADWAY Madison Avenue 
at 60th St. at 42nd St. 


NO SECURITIES FOR SALE 


Capital, Surplus and Undivided Profits Over 50 Million Dollars 
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Guaranty Trust Company 


of New York 


140 Broadway 


LONDON PARIS BRUSSELS LIVERPOOL HAVRE ANTWERP 


Condensed Statement, September 28, 1928 


RESOURCES 


Cash on Hand, in Federal Reserve Bank 
and Due from Banks and Bankers $197,351,749.11 


U. S. Government Bonds and Certificates.... 87,266,811.38 
Public Securities... ........<.02.5. Si cpacetien 7,481,017.31 
Other Securities 20,344,390.07 
Loans and Bills Purchased 435,651,572.83 
Real Estate Bonds and Mortgages 1,732,126.66 
Items in Transit with Foreign Branches 3,929,189.47 
Credits Granted on Acceptances 69,468, 103.90 
Real Estate 7,273,992.75 
Accrued Interest and Accounts Receivable... 7,630,714.69 


$838,129,668.17 


LIABILITIES 


Surplus Fund 


Undivided Profits 10,479,367.18 


$100,479,367.18 


1,563,000.00 
2,498,938.00 
6,476,982.42 
69,468,103.90 


Accrued Dividend 

Outstanding Bills 

Accrued Interest, Reserve for Taxes, etc 
Acceptances 


Deposits $624,358,077.93 
Outstanding Checks 33,285,198.74 


657,643,276.67 
$ 838,129,668.17 








“FF I could get full cooperation from all of my stock- 


holders along the lines suggested in the editorial 


‘What A Stockholder Can Do For His Bank,’ published 
in the October issue of THE BANKERS MONTHLY, our 
deposits would reach the million dollar goal we have in 
mind in less than 12 months.”— 


R. H. DUGGER, 


Cashier, The Hanover National Bank, Ashland, Va. 


le 








Thomas M. Dysart of the firm of 
Knight, Dysart & Gamble, St. Louis; 
Pliny Jewell of Boston, formerly 
president of the Investment Bankers 
Association ; Alden H. Little of Chi- 
cago, executive president of the as- 
sociation ; Ralph Somers of Absecon, 
N. J.; Henry L. Duer of W. W. 
Lanahan & Co., Baltimore; George 
King, pilot of the plane, and Ferdi- 
nand Eberle, relief pilot. 


The officers for the coming year 
were announced in the September 
issue. 


Mortgage Bankers Study Farm 
Problem 
15th Annual Convention, Cleveland 

Recommendations made as a result 
of a study of the various factors af- 
feeting the value of the mortgage or 
mortgage bond, made by the associa- 
tion research committee during the 
past 15 months, were made at the con- 
vention and the carrying out of these 
recommendations will attract mil- 
lions of dollars of new capital to the 
first mortgage field, according to 
E. D. Schumacher, Richmond, Va., 
president of the association. 

‘*One of the most important resolu- 
tions presented at the convention 
concerns the grave problem of the 
foreclosed farm.’’ stated Mr. Schu- 
macher. ‘‘ Dumping a rundown prop- 
erty on the market in a _panic- 
stricken manner will result not only 
in a direct loss on that property but 
a depreciation of the value of other 
properties in the community. And 
although the percentage of farm fore- 
closures during the past few years 
has been so low as to be negligible 
compared to the amount invested, 
still the mortgage banker must be 
equipped to take a foreclosed farm 
and put it on its feet. This means 
that he must know a great deal about 
scientific farm management and be 
able to bring foreclosed farms up to 
a satisfactory state of production so 
they will bring a satisfactory price 
consistent with their value. 

‘* Abolishing artificial farm values 
will do much to aid the plight of the 
farmer by bringing about a more 
stabilized farm real estate market.”’ 


Trust Company Responsibilities 
Require An Investment 
Department 
Sixth Regional Trust Conference of the Pacific 
Coast and Rocky Mountain States, San Francisco 

‘‘Heavy moral and legal respon- 
sibilities for efficient handling of in- 
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yestments demand that trust com- 
panies properly qualify for this sit- 
uation by equipping themselves with 
an expert investment department,”’ 
said Leo S. Chandler, president of 
the California Trust Co., Los 
Angeles. 

He suggested these five principles : 

First: Designate an investment 
officer. 

Second: Compile an accurate list 
of all property in the trust at the 
time of its creation, such list to be 
maintained in the security register. 

Third: Establish an investment 
committee composed of trust officials. 

Fourth: Establish an investment 
policy deemed to be best suited to 
the particular trust under analysis, 
having in mind net income desired 
and balanced diversification of risk. 

Fifth: Create an executive com- 
mittee to which all problems of the 
investment committee may be re- 
ferred and to which all investment 
transactions of the previous month 
must be submitted for review. 


Banker Speaks At Direct Mail 
Convention 
Annual Convention Direct Mail Advertisers’ 
Association, Philadelphia 

H. Ennis Jones, vice president, 
Franklin Trust Co., Philadelphia, 
gave some splendid points on direct 
mail selling, among which were the 
following : 

The other day a banker told me 
that he was going to discontinue his 
direct mail because he was convinced 
that most of it never reached the man 
it was intended for. There are some 
executives who insist that anything 
but a personal or business lettter be 
consigned to the waste basket, but 
they are in the minority. Today the 
keen-minded executive who is de- 
sirous of keeping abreast of the times 
and being ever on the alert for that 
which is new, takes the time to hur- 
riedly glance over whatever his morn- 
ing mail contains, and many valuable 
thought seeds are in this manner ef- 
fectively sown. 

Direct mail will always play an 
important part in merchandising a 
bank’s service, and, its success de- 
pends on the way it is used. 

There are four important funda- 
mentals in a successful direct by 
mail campaign. In their relative im- 
portance they are: the mailing list, 
tie-up with newspaper advertising, 
the proper preparation of the pro- 
duet (which of course is service) for 
merchandising, and copy. 











Your Financial 
Business Solicited, 
Appreciated, Protected 


A. JOHNSTON 
President 


C. STIRLING SMITH 
Executive Vice-Pres. 


ENGINEERS NATIONAL BANK 


OF CLEVELAND 


St. Clair Avenue and Ontario 
Broadway and East 55th Street 








“I WISH to congratulate you on the article published in 

the August issue of THE BANKERS MONTHLY en- 
titled “Danger Points In Loan Security” by Leslie Childs 
found on pages 58 and 59. 

I believe the facts given in this article would prove 
beneficial to many bankers should you make this topic a 
permanent one in your monthly magazine. The average 
banker has many situations arising like the ones cited in 
this month’s edition and by reading such articles, it helps 
to substantiate his judgment on such matters.” — 


E. J. KANDLE 
Cashier, The First National Bank, Honey Brook, Pa. 
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The Army Method Applied 
To Bank Printed Matter 


(Continued from page 24) 


city. 


This printed enclosure would 


Commerce, and the financial editor 
of the town’s leading paper—with 
Gill Wilson as make-up and produce- 
tion man. 

Details were discussed briefly and 


be compiled at the last minute by the then President Moderwell made the 
credit department, the Chamber of announcement for which he had been 
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Will be the total monthly 
cost of sending your own 
house organ, (two colors, 
illustrated) to 1000 
selected customers and 
prospects. + + °* 


Write for sample and details. 


CRADDICK SERVICE, Inc. 


716-4th Ave. So. Minneapolis, Minn. 








Sor 


preparing his officers throughout the 
conference. 

‘*Gentlemen,’’ he said, ‘‘the value 
of these plans to the bank depends 
entirely on yourselves. You, or some 
one in your departments, must per- 
sonally know the facts about every 
man or woman to whom these letters 
go. Some officer or senior employe 
must personally initial every name 
in every List. 

‘“'Phese initials are O. K.’s for ex- 
penditure of the bank’s funds and, 
unless you know why you’re doing 
it, they should be withheld. I don’t 
eare if this euts a mailing from 
10,000 names to 10. I don’t eare 
how long it makes Mr. Wilson wait 
before he goes ahead on a mailing— 
he’ll have to take care of that by 
hard work over his lists in the first 
place. But I will insist—as always 
—that communications mailed from 
this bank shall be just as carefully 
handled when they go in quantities 
as when they go singly. Mr. Wilson 
will see to it and I’m sure the officers 
will protect the bank (and him) by 
cooperating with him. Is that all, 
Mr. Wilson?”’ 

‘* All I have, sir,’’ said Bill Wilson 
meekly, and the meeting adjourned. 

In the next story of the Bill Wilson 


New England business— 
“The FIRST of Boston” 


Over 500 Correspondent Banks in New England 


Direct Collection Facilities 


Credit Files on Every Important New England Industry 
New England’s Largest Bank 


af ee Sy gy 


NATIONAL BANK of 
BOSTON 


1704 2 = 2988 


Capital and Surplus $50,000,000 
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series, Mr. Porter will tell how the 
Gibraltar National Bank opened up 
its artillery barrage of advertising in 
newspapers and other publications. 


Fewer Errors In Balancing 


(Continued from page 25) 
of deposit issued. It is from these 
tickets that our several registers are 
made up. 

The general items and any cash 
items are totaled by each teller and 
placed in a basket at the door of 
Cage No. 6, together with the totals 
from the individual bookkeepers and 
transit letters ready for the general 
bookkeeper. 

For a cash book we use a ‘‘record’’ 
book such as National No. 812 which 
may be secured from any stationer. 
In this are listed the totals of cur- 
rency, gold, silver, nickels and 
pennies from the tellers’ sheets. This 
is our ‘‘total eash on hand.’’ We 
have no general vault reserve. Each 
teller has his own. In other words, 
all cash is in the custody of our seven 
tellers. 

Adding to the above totals the 
clearings and cash items, we are 
ready to compare figures with the 
general bookkeeper. 

What are the results? Ours have 
been satisfactory and no one of us 
would entertain the thought of re- 
turning to our former ‘‘hit or miss’’ 
way of ‘‘balancing out.’’ 

During the year March 1, 1927 to 
March 1, 1928, our record shows 62 
days without an error. On all but 
twenty others, the variations are en- 
tirely accounted for by the longage 
or shortage of the tellers’ sheets. 
Thus, we may say that all but 20 
days of that year checked out ex- 
actly. Of these 20 the writer is per- 
suaded that half the small differ- 
ences might have been located if they 
had been worth the time, and the 
others were lost in cage errors. 

It is interesting to note how many 
of these differences show up later. 
When they do, it is an easy matter 
to trace them and make corrections. 

Occasionally, we do not balance on 
first trial. When this happens, we 
gather together the tellers’ sheets 
and check the entries with the cash 
book and general ledger ribbon which 
seldom has failed to locate the 
trouble. 


Why are some of your town’s best 
accounts in another bank? 
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ANY WAY WE SAY 
iT — ITS TRUE 


We might say it this way: 
Over 60% of the banks in the principal metropolitan centers of the 
United States are using La Monte Safety Paper. 


Or this way: 
A majority of the modern and progressive banks in the country have 
adopted La Monte Safety Paper —the accepted standard in check paper. 


Or this way: 

La Monte Safety Paper suggests immediately an alert, up-to-the-minute 
bank. That’s one reason why two-thirds of the banks in the important 
cities of the United States are using it. 

National Safety Paper makes a dignified, substantial, distinctive 
check — the kind that reflects the standing of the bank that issues it and 
the business man that uses it. It is protected on both sides against any 
mechanical or chemical alteration. Your stationer or lithographer will 
be glad to show you samples. Prompt service— immediate deliveries— 


assured. George La Monte & Son, 61 Broadway, New York. 
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‘ me to compliment you upon THE 
BANKERS MONTHLY; I get more good 


out of it than any of the other books and mag- 


azines that I have so far come across.’’— 


EDWARD R. DEWEY, 


Citizens National Trust & Savings Bank of Los Angeles. 














A thought-provoking view of cageless counters that please customers. The question of safety is reported on in this article. The 
general architectural effect produced is shown to be such as to foster the intimate feeling so much desired by bankers. 


New Counters Are Safer 


Not only are the cageless counters more at- 
tractive, but less money is in sight and there 
is less likelihood of holdups or defalcations 


SPLENDID example of the new 

type of teller’s counter is to be 
had from the accompanying draw- 
ing and photograph showing the new 
counters in the Grand Central 
branch of the Chase. National -Bank 
of New York City. 


The top of the grille is five feet 
from the floor. This height, with ap- 
proximately 26 inches between the 
face cf the counter and the extreme 
edge of the overhang on the teller’s 
side of what ordinarily would be the 
deal plate, provides full protection 


| fest IMPRESSIONS 


are often lasting 


A and they must be good 


+ 


, aN “The entrance to the Bank 
1+, should be attractive,inviting, 


oy eh 


\ friendly. Only the especially 


"\ gifted designer can accom- 
~ plish such a result. 


Consult us without cost or obligation 


I. D. Lacy Company 


Designers and Constructors of Bank Buildings 
1206 SYNDICATE TRUST BLOG. ST.LOUIS,MO. 


SEND FOR OUR BOOKLET “DISTINCTIVE BANK BUILDINGS” 





against a sneak thief even though he 
were six feet tall. 

The money is kept in a money 
drawer under the counter and under 
the ledge across which transactions 
are made. An electric light under 
this ledge gives perfect illumination 
and a rounded corner prevents any- 
thing from being accidentally left 
there. 

A study of the detail drawing 
will be helpful to bankers who are 
studying the possibility of using 
this modern type of counter in place 
of the old cage. 


As a matter of fact, less money is 
in sight with this type of counter* 
than with the old style cage. Only 
the change machine can be seen by 
the customer. All other money is 
out of sight yet quickly available 
to the teller. 

In this respect, this type of coun- 
ter is probably safer than the old 
cage and when you consider the im- 
possibility of a person, even with 
long arms, reaching the money un- 
derneath the ledge, you will perhaps 
agree that this type of counter is 





*Letters Patent, Number 1,673,639. Issued June 12th, 
1928 to JOHN POOLE, President, Federal-American 
National Bank, Washihgton, D. C. 
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even safer than the old style. —_ 
In this bank, one cage is separated 
from another by grille work, to the 
height of about two feet six inches, | 
surmounted by heavy clear glass | 
panels. Glass separates the working | || 
space in the rear of the cages from 
the cages proper. This permits 
every action of each counter man 
being in view of customers and in 
view of other clerks. 


This bank reports this type of 
counter much superior to the old 
type. It seems possible that the 
time may come when no other type 
of counter will be in use. 


Why do you encourage savings ac- 
counts and never mention certificates 
of deposit ? 

You ean never have a greater or a 
less dominion than that over your- 
self—Leonardo da Vinci. 


Two Men From One Bank Head 


National Organizations 





Here is perhaps a record, as the house 
organ of the American National Bank and 
the American Trust Co. of Nashville, Tenn. 
states. At any rate it is an accomplish- 
ment worth being proud of. The house 
organ tells the story as follows: 

‘* Breaking all records for the South and 
probably for the nation, two officers of the 
American Banks were elected presidents of 
national associations within less than two 
weeks. 

On September 12, at Cleveland, Ohio, 
Ennis E. Murrey, vice president of 
the American Trust Co. aks director of FLOOR of rentable 


the American National Bank, was elected offices above the banking 
president of the Mortgage Bankers As- 
room does not preclude 





The First Nationat Banx & Trust Co., Marquette, Mich. 


sociation of America, an organization com- 
posed of leading bankers from all sections 


of the nation. a well lighted interior or 
On September 20, at Utica, N. Y., 
Charles H. Wetterau, vice president of the spacious effect. The suc- 


American National Bank, was elected presi- arrange- 
dent of the Financial Advertisers Associa- = of such eninanecs 3 


tion, an international association formed ment depends on the 
of financial advertising men. ati P 
ability of the Architect. 





UFFINGER, FOSTER & BOOKWALTER 


INCORPORATED 


ARCHITECTS 
BANK EQUIPMENT & VAULT ENGINEERS 
221 WEST 57th STREET 
NEW YORK 











_ Details of cageless counter construc- 
tion. The drawing shows why the 
money is safe from sneak thieves. 
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To The Banker 


Contemplating a New or 
Remodeled Building, Fully 
Equipped, Ready for Service 


Knowing that strict adherence to, and 
the practicing of only the highest stand- 
ards of business principles, with integ- 
rity, responsibility, service and quality 
above profit, is essential to success, 
we respectfully place the service of 
such an organization before you. 


We can make your Bank, Bandit 
and Bullet Proof. Write us. 


The J. H. Wise Company, Ine. 


Syndicate Trust Bldg. 


Bank Builders 
‘St. Louis, Mo. 














HIS is the season of the Year when your customers start 


for Southern California. 


If you will pro- 
vide them with 
cards or letters of 
introduction to 
this Bank, they 


will receive spec- 


at any one of the 
54 offices and 


Branches of the Bank, covering 


the entire Los Angeles Metropolitan Area. 


Besides complete Banking 
facilities, we have unusual- 
ly well developed arrange- 
ments, with information 
desk, maps, literature &c for 
making their stay in South- 
ern California pleasant. 


You will find these special intro- 
duction cards a convenience. A 
handy book of them sent on request. 


EGURITYTkRvcst 
= SAVINGS BAN K. 


Resources over $250,000,000 
Los Angeles 

















Make Banking Profits Grow 


(Continued from page 10) 
solve. 

No doubt a similar analysis of ac- 
counts carried in individual ledgers 
of probably 75% of our banks in 
this country would show similar 
facts. Therefore, all banks should 
be vitally interested in finding a 
satisfactory remedy for the perplex- 
ing situation. 

It is clear that a bank must either 
educate its depositors to the point of 
maintaining better balances, so that 
the bank can serve them without 
loss, or else it must put on a service 
charge applicable to all accounts 
carrying an inadequate balance, and 
use this fee to offset the expense of 
handling these unprofitable  ac- 
counts. 

It this practical? Can this be 
done without injury or harm to the 
bank? Can the public be made to 
understand and appreciate the 
bank’s position, and to cooperate 
with the officers of the bank in solv- 
ing this problem? 

To all these questions, my unequi- 
vocal answer is ‘‘ Yes.’’ Those banks 
in Mississippi that have adopted the 
plan of service charge are satisfied 
with the results; no material loss in 
deposits ; to the contrary, the deposi- 
tor is glad to pay a small charge when 
he understands the proposition. 

Since banks today are regarded 
with less suspicion than at any time 
in the nation’s history, it would ap- 
pear that the time has come for the 
banker to take the public fully into 
his confidence, and through judicious 
dissemination of actual facts, con- 
vince the man on the streets of the 
equity of his position. 


What is to be gained by knocking 
your competitor ? 
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DIFFUSELITE BLINDS 


Light Without Glare 


Ventilation Without Draught 


ITH Wilson Diffuselite Blinds exactly the 

amount of light desired is obtained. They 

prevent direct draughts, so that windows 
can be opened without fear of papers blowing off 
desks. 

They are handsome in appearance and lend dignity 
to the finest room. Over fifty years of service demon- 
strate their mechanical perfection. 

Send for 16-page Catalogue No. 47 
Tue J. G. Witson Corporation 
Moras S. Tremarne, President 
11 East 38th Street, New York City 
Established 1876 Offices in all principal cities 








iC- 
rs 


ar 


er 
of 
at 
ut 
ce 


id 
of 
e- 


be 
he 
to 
he 
te 
V- 


ae" | 





ate 





How New Account Officers 


Can Build The Bank 


(Continued from page 17) 

have his will drawn by his lawyer 
naming the bank as executor. 

During the course of conversation, 
the old or new customer may remark 
that he expects to buy a home. The 
officer or employe of the bank must 
not forget that there is an escrow 
department, which will act as the 
third party in handling the trans- 
action. 

The new business teller can do 
good work by advising customers 
something as follows: ° 


A Few “Dont’s’’ For Customers 


Don’t date your checks 1927 when 
you intend them to be dated 1928. 

Don’t start to write the amount in 
the middle of the check. Commence 
to write at the extreme left-hand 
side. 

Don’t deliver a check when the 
written amount and the figures dif- 
fer. 

Don’t alter a check. Make a new 
one and destroy the old one. 

Don’t sign your checks with ini- 
tials when your account was opened 
in your full name. 

Don’t sign your full name to 
checks when your account was 
opened in your initials. (A sig- 
nature is a trade mark, and like a 
copyrighted trade mark, should re- 
main a fixture, an outstanding mark, 
known by the goods it represents). 

Don’t head your deposit slips in 
any manner other than the way your 
account was originally opened. Let 
the heading on the pass book be your 
guide. 

Don’t forget to head up your de- 
posit slips. 

Don’t leave discarded specimens 
of your signature or handwriting on 
the counter or in the waste basket. 
See that they are destroyed. Failure 
to observe this helps the ‘‘signature 
snatcher,’’ the forger. 

Don’t forget to endorse all checks 
before presenting to your teller. 
Voucher checks should be receipted 
on face when required and endorsed 
on back. 


A Few “Do’s’” For Customers 


Always sign your checks in ex- 
actly the same manner you signed 
the signature card. 

Keep an accurate record of your 
deposits made and checks drawn. 

Do not abuse your credit. 


MPLOYING 

the new low- 
type counter, 
and with its 
vault easily ac- 
cessible, the 
building of the 


Theis eh the 
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Public’s Eyes 


First National 
Bank and Trust 
Company of 
Hamburg, Pa., 
has the modern 
friendly atmos- 
phere. 
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ICTURES of bank buildings are seen so frequently in bank 

advertising that we may assume that the banker recognizes his 
building as an important factor in gaining new business. He may 
believe, simply, that a dignified building is a creditable achievement, 
or since “nothing succeeds like success,” he may present the build- 
ing as evidence of his bank’s success. 

It is probable that bankers realize that with a modern, efficient 
building it is but a short step to the assumption that the organiza- 


tion is similarly up-to-date. 


However, we have all seen some bank pictures used in this way 
that are no more appropriate for publicity than are those portraits of 
ourselves that are safely hidden in the plush-bound, silver-clasped 
family album. The buildings pictured were built in the same era 
when the portraits were made, and are — archaic in appearance. 

Is it not important for every banker to look at his building 
through the pwblic’s eyes, and to understand how the prospective 
customer, the man on the street, is affected by it? 


TILGHMAN MOYER COMPANY 


The Design, Construction and Equipment of Bank Buildings 


ARCHITECTS 


b ga! will find a concise analysis of bank 
buildings which meet enthusiastic patron- 
age, today, in the booklet ‘Building the Bank 
for Business.’”’ In the present (third) revised 
edition, the basic principles of the text are illus- 
trated by photographs of recent bank buildings. 

Whether or not your own experience agrees, 
you can better grasp this phase of your business 
by reading these conclusions drawn from years 
spent in bank design. The — will — 
you a copy, without obligation, by return mail. 


When your note falls due, come 
in and see about it. A note is a 
promise to pay. Keep your promise. 

A bank, unlike a department 
store, can not attract customers by 
reducing the price of certain articles, 
or having a special sale, or carrying 
a better line of goods. All we have 
to sell is ‘‘service.’’ We as individ- 
uals will go blocks out of our way 
to patronize a store where the clerks 
eall us by name, where they say 
‘*Good morning’’, and after the pur- 


Name:____ ———— 


+ ENGINEERS 


TILGHMAN Moyer ComPANY, Allentown, Pa. 


Gentlemen: Without obligation, please mail 


me a copy of “ Building the Bank for Business.” 


Address :____ a 


chase a ‘‘Thank you.”’ Just a little 
thing! But we like it. 

Our customers like to hear our 
tellers say ‘‘Good morning,’’ and 
after entering the deposit in the pass 
book, they like to have the book 
handed back with a ‘‘ Thank you.”’ 


FRANK P. KEANE has been appointed 
manager of the municipal bond depart- 
ment of the Union Trust Co. of Detroit, 
to fill the vacancy caused by the sudden 
death of Charles Barnard Hull. 
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“SIT UP’, 
easily 




















This is No. 100 Stenographer's Chair 
(swivel), genuine Spanish leather up- 
olstering, new spring seat, Rubroid 
oil-less casters, standard olive green fin- 
ish; height 17” to 21 1-2". 






Individually 
Adjusted 







so that the worker is comfort- 
ably seated and supported in. 
the correct posture. It 
costs no more to correctly 
seat your office or factory 
workers, and it pays big divi- 
dends in increased efficiency. 









Eff & C 


“Scientifically Correct Chair” 





Address your inquiry to 
your office furniture dealer or 


The Fritz-Cross Company 
Manufacturers 


Guardian Building 
Saint Pau!, Minnesota 
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Is Your Bank Liable? 


(Continued from page 20) 
of the bank in refusing payment of 
the check. By the same token, the 
drawer of the check will probably 
fail to recover damages from his 
bank for his arrest, since the act of 
the bank does not appear to have 
been the proximate cause of his ar- 
rest and detention. 


For Negligence Of Collection 
Correspondent 


Q. A bank’s customer delivered 
to it for collection a draft, with bill 
of lading attached covering a ship- 
ment of goods, to a distant state. 
The bill of lading was not to be sur- 
rendered until the draft was paid. 
The bank acknowledged receipt of 
this item stating: ‘‘Collections are 
accepted by us only upon the express 
conditions that no responsibility is 
assumed by us for any failure or 
delay in collecting or remitting.’’ 
The bank forwarded the business to 
its collection correspondent and the 
latter delivered the bill of lading, 
without receiving payment of the 
draft, and the party obtaining the 
goods absconded. Is the bank liable 
for the loss? 

















A Bank’s Service 
To Banks 


ust be prompt 
M and compe- 
tent, of course, but 
we add something 



























if personal inter- 













est which assures 
satisfaction and 


A. It is possible for a bank to re- 
lieve itself from liability for loss 
caused by negligence of its collection 
correspondents, by special contract. 
However, it does not seem that the 
limiting clause in the bank’s ac- 
knowledgment of receipt of this 


indefinite continu- 
ation of the rela- 


item goes that far. <A ‘‘failure or tionship. 
delay in collecting or remitting”’ 

would hardly include a wrongful 

negligent delivery of the bill of lad- e 
ing. In the light of which, it seems 


probable that the bank will be held 
liable for the loss. 















On these terms 
we invite your business 


CHICAGO 
TRUST 
COMPANY 


LUCIUS TETER 
President 


Corporation A Poor 
Accommodation Indorser 


Q. A bank purchased $5,000 
worth of corporate notes through the 
medium of a broker. The notes 
were non-negotiable, and carried the 
indorsement of certain individuals, 
as well as the indorsement of another 
corporation. The latter corporation 
was, however, an accommodation in- 
dorser and now seeks to escape liabil- 
ity on that ground. May the bank 
recover from the corporate indorser ? 

A. The general rule seems to be 
that a corporation, in the absence of 
authority derived from its articles 
of incorporation, may not become an 
accommodation indorser. And, in 






























JOHN W. O'LEARY 
Vice-President 


CHICAGO 
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view of the fact that these notes were 
non-negotiable, the bank took them 
subject to all defenses, and the cor- 
porate accommodation indorser will 
likely be held not liable. 


Even Telegrams Cannot Be 
Trusted 


“Some bankers have found to their 
sorrow that crooks will even go so 
far as to send telegrams to them 
signed by banks in other cities 
authorizing payment of certain sums 
to strangers who later call at the 
bank for the money. : 

The only way to avoid such a loss 
is to know the person to whom you 
pay money and be sure that he is a 
properly authorized payee. 


Industry, economy, honesty ana 
kindness form a quartette of virtues 
that will never be improved upon.— 
James Oliver. 


Savings Plan Companies Merge 


NATIONAL BANCSERVICE COR- 
PORATION is the name of a new organ- 
ization resulting from the merger of 11 
companies actively identified with the crea- 
tion and promotion of savings plans. This 
merger is necessitated by the growing 
success of Christmas club savings. 

The merger also includes eight printing 
companies and an advertising agency, so 
that the consolidated companies will have 
in their employ a complete organization of 
idea men, advertising writers, and com- 
mercial artists and will operate a complete 
typographic department, modern printing, 
embossing and lithography plants and 
bindery. 

Charles 8. Boll is chairman of the board 
and Merton L. Griswold is president. The 
bank service department, which includes 
in its consolidation the following companies, 
will operate as a subsidiary corporation 
under the title, CHRISTMAS CLUB, with 
Herbert F. Rawl its founder, serving as 
president: 

Bankers Publicity Co., St. Louis. 

Bankers Publicity Service, Milwaukee. 

Christmas Club, New York. 

Goodman Savings Clubs Co., Memphis. 

Hart Bank Service Corporation, Balti- 
more. 

Landis Savings Club Co., Harrisburg. 

Leavenworth Bank Service Co., Cleve- 
land. 

National Advertising Corporation, St. 
Louis. 

National Economic Plans, Inec., New 
York. 

Outeault Advertising Co, Chicago. 

Wrightson Savings Club Co., Phila- 
delphia. 

‘*Preliminary figures,’’ said Mr. Raw), 
‘‘indicate that the total distribution in the 
Christmas clubs by banks this coming De- 
eember will exceed the 1927 figures, or more 
than $500,000,000.’’ 








Tue resources 


of the First Wis- 
consin National 
Bank of Milwau- 
Kee and Affil- 
iated Banks are 
now over one 
hundred fifty 
million dollars. 


E renew our subscription to the Monthly 
for one year. Please send bill. We do not 
want to miss a single number.” — 


J. C. COIT, 


President, The Exchange National Bank, Denton, Texas. 
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Ideas For Vault Managers 


DON’T eare how ponderous and 

how you may construct 
your vault, it may be as impregnable 
as the Rock of Gibraltar—its archi- 
tecture, its construction, its 
imposing exterior, its luxurious 
interior is of minor considera- 
tion compared with the funda- 
mental feature of surpassing 
importance which stands for 
perfect public service. 

I don’t care what system you 
may devise and employ to pro- 
tect you from all kinds of in- 
vasion ; after all you have done 
in order that your proposition 
may become a financial success, 
there must be connected with it 
a living, active, progressive and 
pleasing personality. 

I care not at all for what 
purpose you -erect a temple, 
whether it be for the propaga- 
tion of science, art, religion, or some 
kind of industry, the building must 
stand four square to every wind that 
blows, and under each one of the 
four corners there must be a founda- 
tion stone as enduring as the ever- 
lasting hills. Under one corner we 
must place ‘‘service,’’ under an- 
other, ‘‘ cooperation,’’ under another, 
*‘loyalty,’” and under the last one 
we will place ‘‘eternal vigilance.’’ 


strong 


What Service Means 


The word ‘‘service’’ as applied to 
human endeavor is probably as much 
misunderstood as any word in our 
language. There is a service known 
as ‘‘compulsory service,’’ a service 
of discipline which an employe must 
render or be fired. But that is only 
3314% of real service. 

Add to that plain service, a gen- 
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By E. H. BOUTON 


Manager, Woodlawn Safe Deposit Co., Chicago 





The 


Ingredients of 
Service 

331° — what you must do. 

333°>— pleasing courtesy. 


331°,—affability and polite- 
ness of the heart. 





erous amount of pleasing courtesy 
and you have added another 3313%. 


Then mix with these two elements 


a goodly amount of affability, the 
politeness of the heart, and then you 
have 100% of real service which will 
‘uuse your proposition to go forward 
with leaps and bounds, Even the stars 
in the heavens will fight for you. 

When I was a young man living 
in New York, like all other youths 
I was fond of attending the theatre. 
One of the most pleasing actors of 
that time was the elder Sothern. He 
made himself famous in a play which 
was called ‘‘Our American Cousin.’’ 
In this play he caricatured an Eng- 
lish nobleman. 

He would appear on the stage, be- 
fore the audience, and comment 
humorously on the old time sayings 
such as, ‘‘A stitch in time saves 


nine,’’ ‘‘Take care of the pence and 

the pounds will take care of them- 

selves.’’ In commenting on, ‘‘ birds 

of a feather flock together,’’ he wou'd 
say, ‘‘I wonder which bird had 
the feather. Certainly, nothing 
extraordinary, one bird would 
be a darned fool to go off and 
flock by himself.’’ 

Now here is the simile. I ean 
remember when employers 
flocked by themselves, and em- 
ployes, perforce, flocked by 
themselves and between the 
two factions there was a wide, 
deep gulf fixed. The employers 
would not close it, or bridge it, 
and the employes did not dare 
to try to do so. 

But now that line of demare- 
ation is entirely obliterated, 
and both factions are flocking 
together. 

And so, flocking together, we press 
forward, fighting the battle of life 
which is always fought uphill. To 
win a victory without a struggle is 
to win it without any honor. And 
here is where some of the honor lies, 
reaching down and helping some 
poor fellow who has his eyes fixed 
upon the goal, has determination in 
his face, but the barriers that infest 
the path are a little too heavy for 
him. 


When A Box Renter Disappears 
And Cannot Be Located 


Of course, the vault company must 
recognize and obey a valid order of 
court directing it to surrender the 
contents of the safe deposit box, or 
to permit an inspection, since such 
order is ‘‘ judicial process.’’ 

Consider what the danger is 
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likely to be if this is not done: 

A man left this city suddenly, 
telling his wife that he was going to 
spend Sunday on a small farm which 
he owned in Michigan. On Monday 
following, she received a letter from 
him written from a cheap lodging 
house in Milwaukee in which he 
stated that he was tired of life, and 
that she would never see him again, 
because he had determined to com- 
mit suicide. With the letter he en- 
closed a life insurance policy and 
other valuable papers as a gift to 


her Interior of the safe deposit vault of the Chase Safe Deposit Co. in the new Chase 
acr. National Bank Building, New York. 





She had one of the ‘keys to his 
safe deposit box, and, after making 
every investigation in Milwaukee 
and Michigan and failing to find 
any trace of her husband, she came 
with her attorney to the safe deposit 
vault, and demanded access to her 
husband’s deposit box. There was 
no authority for her to go to the box. 

The company refused access and 
told her and her legal adviser that 
she would have to get a court order 
of some kind. The attorney said he 
did not know what kind of a court 
order to get to govern the case. A 


conservatorship would not answer, Mop_ERNI / E; 
because the man could not be proved : 


to be in a condition requiring the 


The lowest price in these vaults’ try outside of the Federal Reserve 
is $7.50 for a box. There are 5,000 Bank. They comprise three stories 
boxes in all. The vaults of the bank below the level of the street, the safe 
are said to be the largest in the coun- deposit vault being the top story. 


services of a conservator. Adminis- Banking competition these days is just as inten- 
tration papers could not be secured, sive as in commercial lines. @.The bank which 
because the man’s death could not offers its customers something new, novel, unique 
be proved. 

It would be difficult to have a re- and yet sane and sound is a step ahead. @ The 
ceiver appointed for the man as his Yale & Towne Mfg. Co. Plan of Vault Operation 
affairs did not seem to warrant it. will place your bank a step ahead. It has a dis- 


A long wrangle ensued which lasted 
for the better part of two months, 
when suddenly the man reappeared, 
came down to the safe deposit 


tinctive appeal to your customers. It is compul- 
sory for them to first handle the key to the safe 
deposit box they select. The custodian never 


walt ond Genk ts bie hee When handles the keys — in fact the location of the keys 
he came out, he stopped at the office is secret until the boxes are rented—and no one 
of the company, and demanded to but the customer can handle them. @ There is a 
know whether his wife had been al- sturdy fibre envelope and a metal eye that sees 
lowed to enter his box, and was told 

ae that the customer gets the keys first. @ Naturally, 
that she had not. He then made the 
refreshing statement that if the com- the plan has a complete system of records whereby 
pany had allowed her to go without The Yale & Towne Manufacturing Co. can sub- 


proper authority from him, he stantiate the vault records at all times. @ That 
would have held the company legally means modern protection for everyone concerned 
Reapers. in the transaction. Send today for booklet: “Yale 
Sealed Key Safe Deposit Locks.” Step ahead of 


Safe Deposit Vault Renting your competitors. 


For $2,500 A Year 


Sounds like rather high rental THE YALE & TOWNE MFG. CO. 
doesn’t it? This however secures a STAMFORD, CONN., U.S.A. 
private vault in the new Chase Na- 
tional Bank Building in New York zr 
designed especially for large cor- al . : I } ps 
porations that have huge quantities J : U , Ae 
- oy Beit G o 


of securities. 
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24 Hours a Day 


i and night, the transit de- 
partment of the National 
Park Bank is working at full speed 


to dispatch the cash and collection 
items of our many correspondents. 


National Park 
of New Vork 


EF tablished 1856 








Bankers Monthly Read Religiously 


READ THE BANKERS MONTHLY religi- 
ously and wish to compliment you on the 
great improvements that have been made in it. 








LITTLETON FITZGERALD, Jr. 


Advertising Manager, American National Bank, Richmond, Va. 
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Loan Administration 
Policies 


(Continued from page 22) 
the fund conversion policies were 
drastically different is shown by the 
comparative analysis of the ratios of 
the balance sheet assets: 
Percent of total resources 
Bank Bank Bank 


A B C 
ere 12 14 15 
Commercial paper, call 
loans, Bankers’ Ac- 
ceptances ........ ee oe 2 
Local loans......... 61 41 28 
Local mortgages..... 15 12 14 
‘*Free’’ U.S. bonds. . 3 6 12 
Active market bonds. .. 12 14 
Investment bonds.... 3 11 13 
a eee 5 3 2 
Miscellaneous ....... 1 1 1 


100 100 100 

Bank ‘‘ A’’ converted far too great 
a proportion of its funds into local 
loans and its liquidity position was 


PERCE! OF NET LOSSES 
TO GROSS INCOME 
AVERAGES OF ALL NATIONAL 
BANKS IN STATES SHOWN 
FISCAL YEARS ENDED JUNE 30% 


Pr rT 
RREEEEE 


Hutlitn 





The chart indicates the average per 
cent of net losses to gross income by 
years, of all of the country national 
banks in the states shown, that is, all 
nationa] banks within each state lo- 
cated outside of Reserve Cities. 


seriously affected, due to the ‘‘ freez- 
ing’’ of an appreciable percentage 
of its local loans with no liquid ‘‘see- 
ondary’’ reserve available. 

Bank ‘‘C’’ was in a splendid, 
liquid position, and Bank ‘‘B’’ in 
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an intermediate position. The posi- 

tion of the three banks is indicated 

still further by an evaluation of the 
local loans as follows: 

Per cent of total local loans 

Slow Doubtful Loss Not criticized 


Bank ‘‘A’’ 33 13 6 48 
Bank ‘‘B’’ 22 15 4+ 59 
Bank ‘‘C’’ 7 1 0 92 


Over a short period of years the 
‘‘apparent’’ earning rate of ‘‘ Bank 
‘*A’’ was above that of Bank ‘‘C,”’ 
for Bank ‘‘A’’ had converted a 
greater proportion of its funds into 
local loans with a far greater rate of 
yield than on investment securities. 


Subsequent losses on these, how- 
ever, were so great that the actual 
earning rate over a period of seven 
years was substantially below that 
of Bank ‘‘C’’ and, in addition, at 
the end of the period, it found itself 
in a decidedly non-liquid position. 

The following ‘‘program’’ has 
aided banks in gradually assuming 
a splendid liquid position. In these 
cases, however, the operating profit 
ratio, (profit before losses) was 
ample. When not ample, a reduc- 
tion in current operating expenses 
is part of the ‘‘program.’’ 

1. Set a ‘‘goal’’ of attainment, 
that is, determine standard ratios of 
liquidity in detail for the asset side 
of the balance sheet. These stand- 
ards vary with the nature of the 
business of each bank. A detailed 
study must be made of the seasonal 
characteristics of the various classes 
of deposit funds and of the local 
loan demand. 


2. Apply these standard ratios of 
liquidity to the present assets and 
determine the amount of over-exten- 
sion and insufficiency of each class. 

3. Make a decided effort to re- 
duce slow lines. Re-invest the funds 
so obtained into more liquid assets. 

4. Discontinue ‘‘capital’’ finane- 
ing. Each new loan should be a true 
commercial or agricultural loan, 
that is, where it is a certainty that 
the borrower has the capacity to 
‘“‘turn’’ his line during a reasonable 
interval of time. 

5. Dispose of all non-income- 
producing assets, even at a loss, and 
convert such funds into liquid, in- 
come-producing assets. 

6. Discontinue dividends. Keep 
the earnings in the business and con- 
vert same into liquid assets until 
standard ratios have been reached. 


7. Make a decided effort to in- 
crease the deposit funds and convert 


these additional deposit funds into 





liquid assets. 

The fundamental reason for many 
bank failures and the ‘‘frozen’’ con- 
dition of many other banks is the 
non-realization or the non-applica- 
tion of several vitally-important 
basie principles of loan administra- 
tion, such as: 

1. Capital financing. An exten- 
sion of credit for financing capital 
or permanent assets is not the fune- 
tion of commercial banking, but of 
mortgage and investment banking. 
When a commercial bank becomes a 
‘*partner’’ in a business it assumes 
a risk far out of proportion to the 
maximum possible yield. If such a 
business is suecessful, the bank’s 


principal plus a small rate of inter- 
est is returned, but, if the business is 
unsuccessful, the principal of the 
loan may be lost, all for the sake of 
a small interest rate of return. Com- 
mercial banks should be concerned 
solely with the extension of short- 
term commercial credits to finance 
the production and marketing of 
current merchandise and the exten- 
sion of agricultural credit to finance 
the growing and harvesting of crops 
and the raising, fattening and mar- 
keting of live stock. 

2. Capacity of the borrower to 
pay the loan at maturity. The 
‘‘acid’’ test for the granting of a 
loan is the determination of the 
capacity of the borrower to pay that 














Investigate 


S&G 


protection 











Provident Trust Co., 
Philadelphia 
Rankin & Kellogg, 
Architects 
York Safe & Lock Co., 
Vault 
Manufacturers 






















Sargent & Greenleaf, Inc. 


Rochester, New York 


It is a fact that S&G Secret Key Changing 
Safe Deposit Locks protect not “amply” 
but absolutely. It is a fact that scores of 
the country’s leading banks, after inves- 
tigation, installed these locks in their 
vaults to the exclusion of all others. It is 
a fact that to investigate this lock your- 
self will cost but a few cents of your money 
and little of your time . .. Since these 
things are so, don’t you think you should 
know more about this lock? 





The S & G Secret Key Changing 
Safe Deposit Lock has been cer- 
tified pickproof by the Under- 
writers Laboratories of Chicago. 
A complete working model sent 
without obligation on receipt 
of coupon. 












Sargent & Greenleaf, Inc. Rochester, N.Y. 


Please send me without ob- 
ligation a working model 
of the S & G Secret Key 
Changing Safe Deposit Lock 
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loan at maturity. 

The reliability and moral charac- 
ter of the borrower is the first test; 
his capacity to pay the loan at 
maturity may appear to be good but 
unless his moral responsibility is 
high, no bank would want him as a 
borrowing customer. 

A borrower must not only be 
honest, but he must have ability. 
Borrowers ‘‘discount’’ the future. 
They expect to pay off their loans 
out of proceeds of transactions not 
yet consummated, but which are 
hoped will be profitable. 

Hence, in evaluating credit risks, 
the earning power of the applicant 
must be carefully analyzed. 

A borrower may show a fair finan- 





cial position, statement of assets and 
liabilities, but if results from opera- 
tions be such as to show that the net 
income producing power is very 
slight or actually negative, then the 
borrower’s probability of liquidating 
the loan at maturity is seriously 
questioned. 

Therefore, an important part of 
the data in evaluating credit risks 
is the obtainment and analysis of 
the earning capacity of the borrower. 

3. Relation of deposit balances to 
loans. The chief source of the lend- 
ing power of a bank is its deposits. 
The business side of commercial 
banking consists primarily of pur- 
chasing ‘‘raw material’’ in the form 
of deposits and converting these into 


loans at a price to effect a yield 
higher than what the funds cost the 
bank. 

Hence, credit risk being equal, 
the customers who have contributed 
the most to the bank’s ‘‘raw mate- 
rial’’ (deposits) are those most en- 
titled to credit accommodations. 

This is fundamental from a stand- 
point of customers’ service and busi- 
The first test, therefore, of 
determination as to whether or not 
a loan request should be granted is 
the degree with which an applicant 
has contributed to the fund which 
makes loans possible. 

During such times as the loan de- 
mand is greater than the available 
loanable funds, the chief test as to 
who should be accommodated and to 
what extent, (credit risk being equal ) 
is the history of deposit balances. 


ness. 


Banking is a joint-cost business. 
mainly that of receiving deposits as 
checking accounts, and making 
loans. To achieve justice as between 
checking non-borrowing accounts, 
and borrowing accounts, it is only 
fair that the borrowing account con- 
tribute at least sufficient deposit 
funds, the earning from which will 
at least pay for the cost of loan and 
eredit functions. What this should 
be in an individual institution can 
only be determined by a detailed in- 
come and cost analysis, but the ‘‘29 
per cent rule’’ has been the accepted 
practical method for accomplishing 
this result. 

The principle and practice is sound, 
for the total cost to the bank for 
loaning money is far greater than 
purely the interest which it pays to 
secure deposits. 

It costs money to borrow, but the 
right to credit must be earned. 


Banks should prefer to select as 
borrowers, customers who earn the 
right to credit by keeping balances 
symmetrical with desired loans. 

Borrowers must maintain ade- 
quate eash working balances suffi- 
cient to insure a safe liquid position. 
The 20%, or even the 15% rule, pro- 
tects both the borrower and the bank. 
From the bank’s standpoint, the bal- 
ance in the deposit account should 
be at least sufficiently large so that 
the deposit account by itself is profit- 
able. 

The income from the funds in the 
ehecking account should be at least 
great enough to pay for the cost of 
handling the deposit account. In 
analyzing the profitableness of check- 
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ing accounts it certainly would be an 
ynsound condition to find the bal- 
ances, in comparison with activity, 
so low in the accounts of borrowing 
eustomers that their deposit account 
is handled at a loss. 


Christmas Window 
Suggestions 
(Continued from page 21) 

a few specimen bonds, home savings 
banks, and savings account 
books also—Christmas elub coupon 
books. Placard with message sug- 
gesting that a savings account will 
solve the problem as to what will 
make a practical gift for Tommy. 
For the wife a checking account. 
Some folks, too, would appreciate a 
year’s payment down on a safe de- 
posit box, and so on. 


pass 


Biblical Setting 


Star of Bethlehem. Made in eut- 
out effect. Use real sand on the floor. 

Manger Group. Have thatched 
stable made (one side open) with 
cut-out figures in eardboard or a 
plaster set of figures (such as can be 
bought in various church supply 
stores) grouped under the roof. 

Wise men of the East. Use blue 
cloth hangings as background with 
silver paper stars of varying sizes at- 
tached in an irregular manner. Real 
sand to cover floor. Cut-outs of men 
and camels (three or five) cut so that 
when placed in proper order a sense 
of perspective is secured. Town 
dimly lit in distance. Star of Beth- 
lehem directly over wise men may 
be electrical. 


Roof Top and Santa 


Wallboard cut-out of roof with 
snow and icicles. Evergreen tree 
projecting over top. Santa about to 
step into chimney with toy bag, in- 
cluding home savings banks, speci- 
men bonds, and so on. 


Fireplace and Stockings 


Use cutout, or real mantle if space 
allows. Secure an electric grate with 
dummy eoals, which appear realistic 
when light is turned on. Hang a 
set of real stockings on mantle 
baby’s, brother’s, sister’s and so on. 
Fill them—place a few large ob- 
jects, suggested presents, at foot of 
fireplace. If practical, use actual 





seuttle, fender and coal tongs, ete., 
mantle clock and other objects. In- 


elude home savings banks, pass 
books, and Xmas club coupon books. 


Modern Santa 


Have painted or made otherwise 
an adaptation of aviation to Santa’s 
drive on Xmas night. 


Here Is Useful Information For 
Any Xmas Window 

The names by which Santa is 

known in other countries. 

St. Nicholas, born in the fourth 
century, is perhaps the most widely 
popular Saint in the calendar. 

In Russia he is the patron Saint 
of the nation. 

In Italy, On December 6th, thou- 


sands make pilgrimage to the town 





of Bari (south Italy) to celebrate 
his birth. 
In Sweden Saint Nicholas is known 
by the name of Jultomte. 
In Norway by the 
Julenisse. 


name of 

The words Santa Claus are Dutch 
dialect for Saint Nicholas, who was 
a bishop of the Russian church 1,600 
years ago. 

In France, Saint Nicholas is called 
Bonhomme Noel. 

In Germany he is known by the 
name of Kris Kind. 

And in America, Kris Kringle or 
Saint Nicholas of Myra—as a happy 
illusion is responsible for the many 
kind gifts exchanged at this season. 


Every Trust 


Facility 


For individuals, cor- 
porations and banks 
based on the experi- 
ence of 104 years. 


THE 


CHEMICAL 


NATIONAL 


BANK 


OF NEW YORK 
FOUNDED 1824 


Main Office: 165 Broadway 
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Land Ban 


Situation 
Improved 














Reports from three land bank presidents 
show that these institutions are successfully 
performing important banking functions 


I AM econvineed that the land bank 
situation as a whole is much im- 
proved over what it was a year ago. 
I believe.that the new commissioner, 
Eugene Meyer, and his associates are 
doing everything they can to put the 
federal land banks and joint stock 
land banks on a firm financial basis 
and that they have accomplished all 
that the public press has given them 
eredit for. 

As you well know, certain weak- 
nesses developed a year or two ago 
in some of our western banks, due 
mainly, in my opinion, to mis-man- 
agement. Because of the sins of a 
few, we have all been criticized un- 
justly. Part of the trouble of the 
I'ederal Land Bank System has been 
caused by the failure of commercial 
banks, particularly throughout the 
western states. 

We feel that joint stock land banks 
have been of as much benefit to the 
commercial banks located in agricul- 
tural communities as the Federal 
Reserve System, inasmuch as they 
have relieved the gountry banks of 
nillions in frozen mortgages. This 
leads also to the conclusion that the 
system as a whole has not only been 
a wonderful benefit to farmers, but 
to country bankers as well. 

One of the very important mat- 
ters bearing upon the success of these 
institutions is the territory in which 
they are located. The New York 
bank operates in New York and New 





Jersey ; the Cleveland bank operates 
in Pennsylvania and Ohio. These 
four states offer a splendid line of 
diversified agriculture. The farmers 
are of a substantial type and are, in 
our opinion, a better business risk 
than the farmers of a great many 
other states, particularly the states 


AND banks have re- 


lieved commercial 
banks of millions in frozen 
mortgages. 

Thus the system has 


been a benefit to both 
farmers and bankers. 
Land bank bonds sell 
readily. 
Properly-managed land 
banks are prospering. 





where farming is dependent upon 
one product, such as cotton or wheat. 
In addition to this, the proximity to 
our eastern markets enjoyed by these 
four states is of considerable ad- 
vantage. 

Both the Rochester bank and the 
Cleveland institution have been co- 
operating to the fullest extent with 
country bankers, in that we are daily 
relieving them of frozen loans and 
believe that we have the good will of 


all institutions of this type. Both 
of the banks are on a dividend-pay- 
ing basis and the bonds stand high 
in investment circles, particularly 
the bonds of the Ohio-Pennsylvania 
bank, which I believe are quoted on 
as low a yield basis as any bonds 
that are being quoted by financial 
publications—Samuel L. McCune, 
President, Ohio-Pennsylvania Joint 
Stock Land Bank of Cleveland and 
of the New York Joint Stock Land 
Bank of Rochester. 





Word From California 


Like most of the states, the agri- 
culture of this state is hesitating 
some, but not to any disturbing ex- 
tent, which is due largely to the fact 
that in most parts of the state we 
have two-crop agricultural land and 
it is not to be presumed that both 
crops will be failures. 

We have recently marketed 
through the Fletcher Savings and 
Trust Company of Indianapolis, 
$2,000,000 of our 5% bonds, and 
have had a fairly good sale. 

It is probably true that the opera- 
tions of the joint stock land banks 
will be somewhat curtailed while 
there is agitation for farm relief, 
and there is a continuance of re- 
ceivership of certain of the banks. 
The land banks in general are 
anxious to know how these receiver- 
ships will be closed, and they are 
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without information from the Farm 
Loan Board with regard to their 
plans for closing these receiverships 
and reorganizing the banks and plac- 
ing them back in the hands of stock- 


holders. Whether any progress is 
being made along these lines, we are 
unable to say. 

Generally, I would say, the land 
banks operating in this state are in 
sound condition—A. W. Henrick, 
President, The California Joint 
Stock Land Bank. 


Washington Bank Saves 
Farmers Millions 

According to a statement of the 
Federal Land Bank, Spokane, from 
$5,000,000 to $8,000,000 annually is 
being saved Pacific Northwest agri- 
culture. 

This saving is represented by a 
reduction in interest rates on farm 
mortgages in Washington, Oregon, 
Idaho and Montana of not less than 
2% per annum which has _ been 
brought about by the low rate of in- 
terest charged by the bank. The 
saving in interest rates on farm 
mortgages held by the Federal Land 
Bank of Spokane is placed at $2,- 
000,000 annually, while correspond- 
ing reductions have resulted through 
private investors and other lending 
agencies. 

The farm real estate market in the 
Pacific Northwest is looking up. 
During the past eight months of 
1928, the bank sold approximately 
$1,331,735 worth of farms, which is 
considerably in excess of sales dur- 


ing the corresponding period of 
1927. With good crop returns this 


fall, the sales for this year should 
show a very great increase over the 
previous year. 

Through the 508 national farm 
loan associations in the twelfth land 
bank district, the Federal Land 
Bank of Spokane has loaned to 
39,616 farmers the sum of $125,348,- 
945 and now has outstanding $95,- 
000,358 in loans. In the 11 years 
since the organization of the Spokane 
Land Bank, 1,198 farms which the 
bank has been forced to take over 
have been sold, comprising $296,051 
acres in which it had an investment 
of approximately $5,560,804. 

Speaking at the Investment Bank- 
ers Association convention at Atlan- 
tie City, Arthur H. Gilbert of Chi- 
cago, chairman of the government 
and farm loan bonds committee said : 

“‘Two things have been empha- 
sized during the last few years. 


First, that the farm loan board is 
taking a much more constructive at- 
titude toward the activities of the 
joint stock land banks. Secondly, 
the joint stock land banks thoroughly 
realize that they are to be judged 
only by their own management abil- 
ity and its results. 

‘This leads us to conclude that 
the last year has effected such re 
adjustment that the investing public 
will soon feel confident in the effi- 
ciency of the control of the farm loan 
board.”’ 





Manhood, not scholarship, is the 
first aim of education.—Ernest 
Thompson Seton. 





Understanding 


The experience acquired dur- 
ing seventy-three years of 
intimate association with com- 
mercial and industrial business 





Overdrafts At Auction 

The overdrafts of a bank in Ar- 
kansas amounting to $1,629 were re- 
cently sold at auction for $25.00. 
$12,331 worth of notes were auc- 
tioned for $758. Another lot of 
notes amounting to $3,151 were sold 
for $1.25. 

What is this, a house cleaning? 

It certainly is not a compliment to 
the officers of this bank that its notes 
and overdrafts should be worth so 
little as this. No wonder the bank 
was closed by the State Bank Ex- 
aminer. 


God gives all things to industry.— 
Franklin. 





in the commerce of the Chicago 
district, have provided The 


serve you. 





Bank of America with an un- 
derstanding of its client’s 
problems and an appreciation 
of their financial needs. 


We invite the opportunity to 


THE BANK OF AMERICA 


Founded 1855 


La Salle and Madison Streets 


CHICAGO, ILLINOIS 


Resources over thirty-five million 
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CERTAIN bank was organized 

in 1923, at a time when bonds 
were showing signs of returning to 
a reasonable value, after the severe 
slump of 1920-21. The officers were 
none too familiar with buying bonds, 


What Part 
of My Income \ 
Can I Lay Aside 


for Life Insurance? 


ONCRETE FACTS speak 


louder than words. 


Here is the actual program of 
a young man, 28, married, with 
two children. His income is 


$5,000 a year. 


The annual premiums amount 
to about $600, leaving a balance 
of $4,400 for the support of his 
family, an easy proposition for 
ambitious young parents looking 
to the future. 


What does he get for his $600? 


An estate of $30,000, $5,000 to 
be paid in cash at his death, the 
rest held in a trust to pay $100 a 
month to his widow during her 
lifetime, the $25,000 principal to 
go to the children after her death. 


If you are interested in arrang- 
ing an estate for yourself, let us 
help you make your plans to suit 
your own needs. 


INQUIRY BUREAU 


wake 
LiFE INSURANCE COMPANY 


OF BosTON, MASSACHUSETTS 


197 CLARENDON ST., BOSTON, MASS. 


I am interested in building an estate along the 
lines described in your advertisement. Please send 
me further information. 





B.M. 






Some Money-Saving Pointers On 


Investing Bank Reserves 


‘By ALLEN D. WHITNEY 





Mistakes Made 
By One Bank 


. Commercial paper 
purchased for reserve 
instead of a variety 
of securities. 


. Policy changed, and 


bonds bought for yield 
to the exclusion of 
other paper. 


. Ratings disregarded 
in the purchase of 
bonds. 

4. Too many long time 
bonds purchased. 





and as the total assets of the bank 
were very small, they decided to 
limit their early purchases to such 
conservative issues as U. S. govern- 
ment and municipal obligations. 

But the bank’s president was fair- 
ly well acquainted with commercial 
paper, so that he felt justified in 
buying quite a line of it, of course, 
in proportion to the bank’s assets, 
and also limiting any one name to 
$2,500. 

This policy was continued for six 
or eight months during which bonds 
were enhancing, and paper rates 
were falling, when suddenly a cer- 
tain well-known company failed and 
the bank in question found itself the 
possessor of a $2,500 note of the de- 
funct business. 


It appealed to the paper house 
from which it bought the note, and 
on whose recommendation it relied, 
but this broker would or could not 
agree to do anything to protect its 
client. The loss was a large one, 
running about 60% to the creditors, 
so that the bank was out $1,500 on an 
investment that was to have netted 
about 442% interest. 
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This unfortunate experience 
soured the officers against commer. 
cial paper, and as it yielded less, on 
the average, than good rail, utility 
and industrial bonds, they coneluded 
to switch into that class of security 
on a greater scale, and to limit paper 
purchases. 

Bonds not only yielded more, but 
were in varying degrees more secure 
by pledge of assets, and best of all 
most of them were continually en- 
haneing. The bank began buying 
and selling bonds with considerable 
profit, gradually worked out of the 
too-conservative issues as its assets 
and the experience of its officers in- 
creased and finally was carrying al- 
most no commercial paper. 

The officers sometimes wondered 
why other banks stuck to this type 
of investment, but no paper sales- 
man ever gave them a convine- 
ing enough talk to bring them back 
to unsecured short time notes. 

During the next year or more, 
while the bank was growing and its 
bond account continually increasing, 
the real estate loan department was 


Customers 


will approve your service 
on the Cleveland items 
which you send to THE 
MIDLAND BANK, even as 
will you. 








Try us on collections and 
credit inquiries. 
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developing in a most satisfactory 
manner on its own account. How- 
ever, one day it was confronted with 
a problem new to the officers, an ac- 
eount of which follows. 


A new mortgage was to be placed 
on a piece of property to anticipate 
the outstanding obligation which had 
about 90 days to go to maturity. No 
arrangement had been made with 
the holder of the paper to accept 
prepayment, but it was assumed by 
all other parties that it would be 
agreeable to him if he were paid in- 
terest to the due date. The property 
was changing hands, and it was the 
convenient thing to refinance at that 
time. When the mortgagee was ap- 
proached to surrender his invest- 
ment, he became arbitrary and de- 
manded a premium besides the bonus 
of interest offered. 


Now the borrower did not care to 
pay this extra and unfair charge, 
but as he (the seller) and the pros- 
pective purchaser both wanted the 
deal to be consummated, and as new 
financing was essential, they ap- 
pealed to the bank which had agreed 
to float the new mortgage, to find 
some way of circumventing the ob- 
stacle brought up by the old mort- 
gagee, 


Thereupon, the officer in charge 
of the real estate loan department 
inquired of the title company, and 
was told that if the bank would de- 
posit marketable bonds in escrow as 
security for the ultimate production 
and cancellation of the outstanding 
mortgage, said bonds to have a value 
about 10% in excess of the old mort- 
gage, then the title company would 
issue a clear policy for the new 
mortgage. (The bank would, of 
course, hold out of the proceeds of 
the new paper enough to meet the 
old, when due.) 


Investments Revealed To Be Weak 


The problem seemed simply solved 
until the next day when the bank 
officer returned to the title company 
with sufficient bonds for the escrow, 
only to learn there that what he of- 
fered was not of a high enough rat- 
ing to suit the depositary. He then 
exhibited his entire list of holdings, 
and was told that only $5,000 worth, 
(the unit of purchase throughout the 
list,) of a total fund of over a quar- 
ter million dollars, was up to qualifi- 
eations. As the deal had to go through 
at once, he purchased liberty bonds 
for the deficiency, and then returned 


to the bank with his interesting story 
of the bond account. 

No one at the bank had ever 
checked the bond list for ratings, 
and, in fact, the officer who did the 
buying was not particularly cog- 
nizant of their significance. 

For a year or more he had been 
buying bonds on the reputation of 
the dealer coupled with a careful tab 
on the market for’his holdings. This 
latter precaution must be admitted to 
be of value, but would hardly be suf- 
ficient alone. Therefore the discov- 
ery of the real estate loan depart- 
ment that the general bond list was 
deficient in caliber, was a little shock 
to the officer who bought the bonds, 
although he, defended his past 
judgment with the correct statement 


Winning 


that there had been no bond losses 
to date, and that whatever market 
losses had oceurred had been insig- 
nificant. 


Ratings Gradually Disregarded 


Probably for a time thereafter, 
some care was exercised in the selec- 
tion of bonds with regard to rating, 
but as the bond market continued to 
enhance, and profits in bond deals 
became more numerous and sizable, 
less attention was paid to the precau- 
tion of examining published ratings. 
Also the bank continued to fight shy 
of commercial paper, all the time 
prospering by its unique policy. 

Two or three years elapsed and 
nothing happened, other than small 
market losses in a few issues which 
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helps its depositors invest their money. 
By using The National City Company 
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bond investments—this without main- 
taining an expensive bond department, 
or carrying a burdensome bond port- 
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were offset many times by the profits 
in most of the others. The president 
prided himself on his judgment, and 
no one questioned it. The danger 
of commercial paper losses was re- 
moved at the same time a nice profit 
was being made regularly by the 
bank. 

But recently something did hap- 
pen. Bonds slumped.  Simulta- 
neously interest rates increased, so 
that a bank with short maturity 
paper could in a few weeks have 
much of its funds at work at the new 
rates. 

But what has happened to the 


A 





bank with the too-large bond ac- 


count? It finds most of the profits 
of the last three or four years wiped 
out in the depreciation of its list in 
the past two months. One might say 
it ean still switch back into com- 
mercial paper, but the answer to 
that is: ‘‘Too severe losses will have 
to be taken on its bonds, if many of 
them are sold now.’’ 

Then as to established ratings, one 
might ask what do they profit when 
bonds decline? The worth of rat- 
ings with regard to market values, 
is that from the experience of the 
bank in question and others, it is 
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discovered that good bonds decline 
less than poorer ones, when the mar. 
ket breaks. 

It is well known that long time 
bonds fluctuate more in market 
swings than do short ones, but how 
many people are aware that good 
bonds not only decline less than 
poorer ones in market breaks, but 
also advance more than do the others, 
in market rises? They therefore 
have a double value from the market 
point of view, and the experience of 
the bank in question will now prob- 
ably bear this out. 


No One Class of Paper To Be 
Shunned 


No bank ean successfully disre- 
gard commercial paper indefinitely, 
any more than it can afford to pay 
no attention to diversification of its 
bond account. The bank in question 
always complied with the precaution 
of putting no more than a limited 
amount into one issue, as well as 
diversifying classes and maturities, 
but it failed to regard caliber suf- 
ficiently. Of course the higher grade 
a security, the less it yields at the 
time of purchase, but it is a well- 
known fact that any loss in imme- 
diate return is, on the average, more 
than made up by the gain in ultimate 
market values. 

Commercial paper serves a very 
definite purpose with its short ma- 
turity, and one loss should not sour 
a bank against it. The judgment of 
many bankers on this matter must 
be good, only sometimes circum- 
stances seem for a long time to prove 
otherwise. However, in the long 
run, a diversification that includes 
this class of investment, as well as 
the higher-grade bonds to be mixed 
in the list along with the higher- 
yield ones, will in the end, prove the 
more profitable. 

It is almost an axiom of life, that 
in times of stress the strong suffer 
less than the weak, while in periods 
of good fortune they prosper more. 
This will apply equally well to in- 
dividuals, governments, businesses 
and securities. The reason seems to 
be that the strong in each class has 
some kind of a reserve to fall back 
on in hard times and is thereby hurt 
less by them, while on the other hand, 
this same reserve strength acts as the 
means of grasping opportunities 
when they occur periodically. 

Applied specifically to a bank 
investment account, this means that 
the better grade of bonds will in the 
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jong run pay more than the poorer 
ones. While, at the same time, no 


pond account should be used alone 
without the proper proportion of 
accompanying short time paper. 


Cowen With National Bank of 


Commerce Fifty Years 


WILLIAM B. COWEN, senior vice presi- 
dent and director of the National Bank. of 
Commerce, St. Louis, has just celebrated 


W. B. COWEN 


the fiftieth anniversary of his connection 
with that bank. It is believed that no other 
banker in St. Louis has served one institu- 
tion for a half a century. Mr. Cowen says: 

‘‘The most constructive thing that has 
happened in the banking field within my 
50 years is the Federal Reserve System. 
It is one of the greatest financial feats 
ever accomplished by the United States.’’ 


‘Morris Plan Attracts Europe 


‘‘This is the most important convention 
yet held,’’ said Wallace D. McLean, execu- 
tive vice president of the Morris Plan Bank 
of New York after attending the ninth an- 
nual convention of the Morris Plan Bank- 
ers Association. ‘‘Even Europe has 
focused attention on the Morris Plan. Va- 
rious executives have recently been invited 
to confer with foreign bankers and there 
is a constant stream of letters from per- 
sons abroad interested in the Morris Plan 
as a result of its unprecedented success in 
this country.’’ 


New Branches Authorized For 
National Banks 


The Aquidneck National Exchange Bank 
and Savings Company of Newport, R. I. 
Location of Branch—Vicinity of 38 Wash- 
ington Square, Newport. 

The Central National Bank of the City 
of New York, N. Y. Location of Branch 
—Vicinity of Queens Boulevard and Goss- 
man Ave., Sunnyside, Long Island, New 
York City. 

First National Bank in Detroit, Mich. 
Location of Branch—Vicinity of Fenkell 
& Wyomings Ave., Detroit. 

New Jersey National Bank & Trust Co. 


of Newark, N. J. Location of Branches— 
Vicinity of 380 Springfield Ave., 307 Bank 
St. and 9 Clinton St., Newark. 


W. J. FOWLER, former deputy bank 
commissioner for the State of Massachu- 
setts, has joined the staff of the First Na- 
ticnal Bank of Boston. He has also served 
as assistant bank examiner and director of 
division of trust companies. 


RUFUS KNAPP of New York City has 
been appointed vice president in charge of 
the investment service of the First Bank” 
& Trust Co. of Utica, New York. Thomas 
B. Pose, assistant secretary, will be as- 
sociated with him. 


DEVLIN & BENNETT, INC. is the new 
name of Devlin, Merrill, Price & Bennett, 
Ine. financial advertising agency, Chicago. 
This firm is general advertising counsel for 
the Indiana and Illinois bankers associa- 
tions. 
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NEW YORK BOSTON 


Where Do You 
Obtain Information 
On Investments? 


Wide-spread public interest in invest- 
ments requires every bank to have a - 
ready source of information. 


You can obtain accurate reports on 
individual companies and their stocks 
and bonds, from original sources, 
through the co-operation of our De- 
partment of Economics and Surveys. 


On market quotations, sales and pur- 
chases, our Trading Department in the 
principal financial centers, connected by 
private wires, will give you prompt and 


All without cost or obligation. 


For fuller information 
send for our booklet 
“A Valuable Aid to Banks 


and Investors.” 


Ask for BA-9 


AC.ALLYN*» COMPANY 


INCORPORATED 
Investment Securities 


67 West Monroe Street, Chicago 


PHILADELPHIA 


Midland Bank Introduces 
Night Depository To England 


THE MIDLAND BANK, LTD. is the 
first English bank to make use of night 
depositories, a service American banks have 
rendered for some time. 

Under the name ‘‘ Night Safes’’ the in- 
novation is meeting with a warm welcome 
by managers of theatres, cinemas, res- 
taurants, shopkeepers, and treasurers of 
churches, clubs, societies, and so on. 


M. E. HOLDERNESS, vice president, 
First National Bank in St. Louis was ap- 
pointed a member of the St. Louis Air 
Board Commission, which commission will 
have supervisory powers in the develop- 
ment of the city’s new $2,000,000 air port. 


F. E. WILLIAMSON, executive vice 
president of the Chicago Burlington & 
Quiney was elected a director of the Union 
Trust Co., Chicago. 
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SHORT TERM INVESTMENTS FOR BANKS 


Our short. term obligations have 
been purchased by more than= six 
thousand banks in the, United States. 
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Three Detroit Banks Unify 


A plan for the unification of the Gris. 
wold-First State Bank with the Union 
Trust Co. of Detroit and the National Bank 
of Commerce will be submitted to stock- 
holders for ratification soon. The unifiea- 
tion will be brought about through an ex- 
change of stock on the basis of five shares 
of Union Commerce Investment stock for 
12 shares of Griswold-First State stock. 

This arrangement will bring into close 
affiiation the Union Trust Co., National 
Bank of Commerce and Griswold-First 
State Bank with combined capital accounts 
of approximately $19,000,000 and total re- 
sources of more than $150,000,000. 

The three institutions will occupy the 
new Union Trust building which is now 
nearing completion. 


Bank Credit Men Hold Meeting 


THE ROBERT MORRIS ASSOCIATES 
held its annual fall convention October 
29 to 31 at Cleveland. The members of 
this organization are the men who study 
the credit standing of borrowers of billions 
of dollars each year. 

There are two main objects for which 
they work: first, the improvement of bank 
credit data and methods; second, the 
freer interchange of credit information. 
A useful accomplishment of the organiza- 
tion is its annual publication of composite 
statements of companies in various lines 
of industry, which enables any member 
bank to compare the statements submitted 
by its borrowers with the average of state- 
ments of many concerns in the same lines 
of business and note important differences. 

Alexander Wall, secretary-treasurer, 
maintains the central office at Lansdowne, 
Pa. The other officers are Arthur H. 
Barnes, vice president, Mercantile Trust 
Co., St. Louis, president; A. W. Pickford, 
vice president, Philadelphia National 
Bank, first vice president; J. J. .Geddes, 
vice president, Illinois Merchants Trust 
Co., Chicago, second vice president. 





GEORGE B. CORTELYOJU, Jr., has been 
appointed eastern representative by the 
Central Trust Co. of Illinois, Chicago, 
with an office in the new Chase National 
Bank building, 20 Pine Street, New York. 
A direct wire connects it with the bank in 
Chicago. 
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Out of the maze of all advertising 


theory looms circulation 


Charts, graphs, figures, but out of the whole would 
statistics and whatnot are Forms for the next result this finality: 
nice to look at and nice to edition of the Blue The Rand McNally Bank- 
consider, but, out of the Book are now closing. ers Directory (Blue Book) 
maze of all advertising . | has the Jargest paid bank 
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We can produce charts promptly. tion on earth. It has over 
showing the dizzy altitudes three times the circulation of its 
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vaults of American bankdom. We can paid circulation than all similar publications 
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HIS is one of a series 

of articles by Mr. 
Grayson which we be- 
lieve will be worth untold 
amounts to banks having 
foreign transactions. Mr. 
Grayson has been engaged 
in foreign trade work for 
16 years and is now on his 
fifth trip around the world. 
He will contribute articles 
to THE BANKERS 
MONTHLY regularly 
while on this trip. 
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STOP LOSSES 
On Foreign Shipments 


—— padlock which protects the 
banker’s loan funds, or those ad- 
vanced against shipping documents, 
is insurance. However, there are 
times when even insurance should be 
insured. Probably there are many 
who may be inclined to declare that 
it cannot be done. Real concrete 
examples always tell a story all their 
own, and it is from such stories or 
experiences that others learn new 
methods of insuring insurance. 

The best guarantee that a ship- 
ment is properly insured comes from 
a careful analysis of the contents of 
shipping cases, a study of the in- 
tended use of the shipment, and then 
an analysis of the insurance policy 
to ascertain that it covers ‘‘all possi- 
ble risks.’’ 
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By KING HAMILTON GRAYSON 


As a foreword, it may be well to 
state that each of the cases from 
which I will give information, is an 
actual experience of a foreign or 
American banker. 


The reading of 
this 


prevent a loss for 


article may 


your bank of as 
much as $20,000 





A firm in Italy ordered a complete 
power plant from an American en- 
gineering firm, for which it was to 
make payment through a credit 
opened in favor of the shipper when 
it delivered full sets of invoices, 
ocean bills of lading, certificates of 
origin and packing lists,—the usual 
allotment of documents required 
with a foreign shipment. The pay- 
ment was due ‘‘60 days after ar- 
rival’’ at the buyer’s port, necessitat- 
ing the discounting of the drafts by 
the shipper. 

The engineering firm assembled 
all of the parts of the machinery at 
the docks ready for loading on board 
the steamer. It received dock re- 
ceipts for the eases, which in turn, 
it exchanged for lighterage receipts, 
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and again a day later, these were 
delivered to the steamship company 
in exchange for ocean bills of lading 
duly signed by the eaptain of the 
steamer. 

At this point the engineering firm 
had honestly fulfilled every term of 
the sale except the delivery of the 
final documents to the bank for ecol- 
lection against the letter of credit. 

During the usual course of busi- 
ness the draft and documents were 
delivered and the bank issued its 
cheek in full payment. 

The shipment had been insured in 
the usual manner, covering the cost of 
the machinery, the cost of the freight, 
and the cost of the insurance, but— 
30 days later, the American banker 
frantically notified the engineering 
firm that the foreign banker had re- 
fused payment of the drafts. 

The reason was that one case con- 
taining a connecting piece of ma- 
chinery between two larger units, 
had been dropped overboard when the 
steamer discharged its cargo at 
Genoa. The buyer refused to accept 
part of the shipment without all of 
the shipment, contending that the 
parts received were useless without 
the missing part. In this he was 
technically correct, and he therefore 
demanded that payment be stopped 
by his banker. 


Partial Reimbursement Did Not 
Help Much 


The insurance company was will- 
ing to pro-rate the loss; the steam- 
ship company was willing to pay for 
its carelessness in-so-far as the one 
ease was concerned, but both of those 
companies refused to consider the 
shipment a total loss. It was, how- 
ever, a total loss to the buyer who 
was severely penalized for failure to 
install the equipment in a new plant 
before a time limit expiration. Nine 
months would have been required to 
duplicate the missing part. 

The engineering firm was not to 
blame, and it had been paid in full 
as it discounted the drafts without 
recourse. 

The American banker was not to 
blame as he was merely a go-between ; 
and neither the insurance company 
nor the steamship company was to 
blame as each offered to pay its pro- 
rata loss. 

The American banker was finally 
foreed to sell the remainder of the 
shipment at a terriffic loss in Italy 
when the foreign banker absolutely 
refused to transfer the funds to 
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cover the credit. The buyer in Italy 
had won a suit in Italian 
which sustained his contention that 


courts 


he had purchased a complete power 


plant and not individual parts. 

Suit was brought against the en- 
vineering firm, the insurance com- 
pany and the steamship company by 
the American banker, who naturally 
lost, as none were liable for the loss 
sustained by the banker, and only 
two of the parties at interest were 
liable for any part of it. 


The same engineering firm made a 
second shipment through another 
bank some 60 days later. It consisted 
of 21 cases of machinery and parts. 
The total was a complete power plant 
for a factory. The first experience 
had taught a lesson and it had the 
policies so worded with a rider clause 
that if any case were lost enroute, 
before reaching the buyer, the in- 
surance company had to pay for the 
entire shipment. It cost an addi- 
tional premium, but it insured the 
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A Complete Banking Service 


The Midland Bank offers exceptional facilities for the transaction 


of banking business of every description. 
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Your Representative 


— in St. Louis ~ 


W= you need to employ the banking or collec- 
tion facilities of a St. Louis institution, call on the 


National Bank of Commerce in St. Louis for service. 


Seven distinct 
departments 
built for service: 


Banks in all parts of the United States have found they 


obtain from us a thorough covering of the St. Louis 


Area through a well-organized credit department and 


a capable investment subsidiary. 
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insurance, and shipper, banker and 
buyer were all duly protected. 


Cases Sometimes Are Fraudulently 


Packed 


A search of the foreign records of 
a Philadelphia bank revealed that a 
shipment of metal pigs made by an 
export firm with many years envia- 
ble reputation as a reliable house, 
though not financially strong, led 
that bank into an unsuspected loss. 


The export firm had purchased the 
pigs from a brokerage firm in an- 
other city, and were furnished with 
certificates of inspection by a reput- 
able engineering firm. 


However, after payment had been 
made by the American banker for 
some 50 cases, and the steamer ar- 
rived at Marseilles, it was discovered 
that only five cases contained metal 
pigs and the remainder were filled 
with ordinary bricks, the weight of 
the cases being carefully balanced! 


In accordance with instructions, 
the inspection firm had only passed 
on five cases out of the entire ship- 
ment and the fraud was easily per- 
petrated by the brokerage firm. 


The eredit in this case was a guar- 
antee of payment by the foreign 
banker 30 days after arrival of the 
order in France. When the buyer 
discovered the fraud, he immediately 
sent for his banker and payment on 
the drafts was stopped. The Ameri- 
can banker notified his customer who 
had discounted the documents, and 
an investigation was started. The 
brokerage firm had evaporated and 
no trace could be found of its mem- 
bers who had gotten away with more 
than $50,000! 


The loss broke the export house, 
and the burden fell on the bank 
which had the insurance, but not the 
kind of insurance to protect such a 
situation. 

Bankers depend upon confidences 
as they are usually not equipped to 
send their own inspectors to examine 
each case in a shipment for foreign 


trade. Insurance is always part of 
every foreign shipment, but if 


proper inspections are not exacted 
by the bankers, they should demand 
that the insurance be insured to the 
extent that each and every case which 
is part of a total shipment be so pro- 
tected by insurance of all kinds that 
neither shipper, banker, nor buyer 
can lose. 
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‘Tost at sea’’ tells another tale of 
one bank’s losses which consumed 
over $20,000 of its profits in one year. 

A mid-western manufacturer 
shipped a large order of merchandise 
te Australia. He had a regular in- 
surance broker who sold trick pol- 
icies,—that is: policies with fine 
print which invalidated the balance 
of the contract under certain condi- 
tions. The manufacturer had acted 
in good faith; he had consigned the 
coods to a New York firm for loading 
on a steamer and had covered the 
risk with insurance—proper insur- 
ance, he thought. He discounted the 
drafts with his local banker who re- 
discounted them in New York. 

When the steamer and cargo were 
lost at sea, a demand was made by 
the buyer who had accepted the 
drafts at his bank, for reimburse- 
ment. It was then discovered thai 
the insurance company protected it- 
self against loss caused by certain 
types of vessels which it excepted in 
its policies. It happened that the 
shipment was made on one of those 
excepted vessels because the ship’s 
broker had been able to secure a 
much lower rate for the freight. 





Banks Reported Closed 


17 state banks—2 national banks 
Georgia 
Dublin—First National Bank 
Soperton—Peoples Bank (In hands of 
State Banking Department for liquida- 
tion) 
Illinois © 
Stockton—Bank of Stockton 
West Salem—West Salem State Bank 
Winnebago—Winnebago State Bank 
(May reopen) 
Indiana 
Brooklyn—Peoples Deposit Bank 
Iowa 
Quandahl (Spring Brook, Minn. P. O.)— 
Quandahl Savings Bank 
Stacyville—Stacyville State Bank (liq- 


uidating ) 
Strawberry Point—Strawberry Point 
State Bank 
Louisiana 
Sarepta—Bank of Sarepta 
Minnesota 
Ada—Security State Bank 
Genola—First State Bank 
Missouri 
Willmathsville—Bank of Willmathsville 
Nebraska 


Beaver City—Bank of Beaver City 
Plainview—First National Bank 
Ohio 7 
Port Washington—Farmers State Bank 
(May reopen) 
Texas 
Halletsville—First State Bank 
Nordheim—Osterloh & Neutzler, Bankers 
Orange Grove—State Bank of Orange 
Grove 








Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic services as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over goo of its own branches in England and re- 
presentation in every banking town in the world, 
and is amply equipped (as are the Paris and 
Brussels offices of the Westminster Foreign Bank) 
for specialised service in credits, collections, 
exchange, and all the ramifications of commercial 
finance. Banking housgs wishing to establish 
a London connection are invited to 
communicate with the 
Manager 


WESTMINSTER BANK 


LIMITED 
Foreign Branch: 82 Cornhill, London, or 


NewYork Representative:C. M. Parker,68 William St 


IMPORTS 
EXPORTS 


NATIONAL BANK. of 
NEW ZEALAND Ltd. 


HEAD OFFICE: 


8 MOORGATE, LONDON, E. C. 2 
Chief Office in New Zealand :-WELLINGTON 


BRANCHES and AGENCIES THROUGHOUT NEW ZEALAND. 
CORRESPONDENTS IN ALL PARTS OF THE WORLD. 


Authorised & Subscribed Capital 
Paid-up Capital 
Reserve Fund & Undivided Profits 


$10,878,845 
$20,878,545 


The Bank issues DRAFTS and LETTERS OF CREDIT, makes Mail 
and Telegraphic Transfers, opens Current Accounts, negociates and 
collects Bills of Exchange, and conducts every other description of 
banking business with New Zealand. 
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NEW BANKS ORGANIZED OR REOPENED 


7 national banks organized—13 state banks organized—1 bank reopened 





State « Town 


Arizona 





NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1,350,000,000 


($5= £1.) 


Head Office: 
15, BISHOPSGATE, LONDON, E.C.2 


UNION BANK OFFICE: 
2, Princes Street, London, E.C, 2. 


OVER 1,200 OFFICES. 


The Bank offers 


SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS. 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 





NAME OF BANK 








Strate & Town 


Alabama 
Tuscaloosa 

Florida 
Hastings 


Georgia 
Dublin 


Iliinois 


Downers Grove 


Iowa 
Leland 


Kentucky 
Morehead 


Milford 
Louisiana 

Hammond 
Michigan 

Morenci 


Minnesota 
Hills 

New Jersey 
Newark 

New Mexico 
Lovington 

New York 
Freeport 
Rochester 
Wells 


North Carolina 
Biltmore 


Ohio 
Warren 
Pennsylvania 


Beaver Meadows 


Philadelphia 
Sauderton 
South Dakota 
Brookings 

Milbank 


exas 
Liberty Hill 


CAPITAL 


Surpuvus & PRorits 






If a bank has reopened under a new name, the record appears in the list of changes on the opposite page 


Duncan Dee... ss Ni wee eaeweedlowncenese nad conan whee éeaeaenewen 
(Branch of Safford, Ariz.) 
Indiana — 
Delphi Carroll County Loan & Trust Co. RS Pree Seer H. B. Wilson 
( Reopened) 
Kansas — 
Plainville Plainville State 20,000 $3,000 J. P. Burns 
Massachusetts 
Needham Needham National Bank for Savings 
& Trusts 150,000 75,000 Horace A. Carter 
Michigan _ 
Center Line First National 50,000 kotha .....| Leo. J. Barry 
Detroit Metropolitan Industrial 100,000 20,000 Herbert A. Thompson 
Mackinac Island Mackinac Island State 20,000 10,000 Paul H. Deming 
Missouri 
Lewistown Lewistown State 15,000 P. N. Day 
Nebraska 
Madrid State Bank of Madrid 25,000 Te E. A. Wiggenhorn, Jr. 
Plainview Plainview State 25,000 2,500 W. Ransom 
(Paid Up) 
New York 
Bellerose First National 100,000 R. E. Smith 
(Floral Park P. O.) (To open Nov. 10) 
New York City Dunbar National Bank of New York 500,000 540,000 D. Higgins 
New York City 
Forest Hills Forest Hills National ee Cee ere John A. Rapelye 
Boro of Queens 
Yonkers Bryn Mawr-Nepperham National 100,000 60,000 Romeo Roberto 
(To open Nov. 15) 
North Dakota 
Rollette Rollette State 15,000 4,820 Cc. O. Mybre 
Ohio ; 
Port Washington Farmers State 25,000 4,190 Walter Wohlwend 
Pennsylvania _ 
Newtown Newtown Title & Trust Co. 150,000 30,000 George C. Worstell 
Texas 
Buda Farmers State 17,500 M. C. Parrish 
Odessa Odessa National 30,000 T. G. Hendrick 
Wisconsin 
Hammond Hammond State 25,000 5,000 . of 
Madison Madison Trust Co. 100,000 25,000 N. T. Gill, See 


BANKS REPORTED IN PROCESS OF ORGANIZATION 


PRESIDENT 





CASHIER 





Ray Killian, Mgr. 


H. E. Reed, Secy-Treas 
H. Van Dyke 


I. J. Davis 

Edward Grendzinski 
Edward C. Frank, A. See 
Frank B. Doherty 


Lorenzo H. Gnuse 


8. L. Hestbeck 
B. N. Saunders 


Geo. C. Loomis 
Eugene T. Burgesser 


Louis D.- Rossire 


M. E. Mortenson 
R. E. Cunning 
Wilmer E. Leedom, Treas 


Hugh Sullivan 
Wickliffe Skinner 


. F. L. Anderson 
John Wallestad, Treas. 


14 state banks—10 national banks 


NAME OF BANK 


Morgan Plan Co. 
Farmers & Merchants 
Dublin Bank & Trust Co. 


Security National 


Leland “Co-op” 

Citizens 

Milford Deposit 

Hammond State Bk. & Tr. Co 


Morenci National Bank of 
Morenci 


Merchants State 
Commercial National 
Lea County State 


Boulevard National 
First National Bk. & Tr. Co 


Peoples National 


Carolina Industrial Bank 


West Side National 
Beaver Meadows National 
Plaza Trust Co. 

Peoples National 


Brookings County 
Milbank National 


Farmers State 





CAPITAL 


$25,000 


15,000 .... 


100,000 ... 


100,000 


25,000 


25,000... . 


15,000 


75,000 


25,000 
20,000 


200,000 


25,000 .... 


200,000 ..... 


1,000,000 


25,000)..... 


10,000 ... 


100,000 ... 


25,000 


4,000,000 $ 
100,000 . 


50,000 
25,000 


17,500 
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CORRESPONDENTS 


V. Hugo Friedman, Pres 


C. H. Batchelder, Pres. 


G. H. Bunge, care of Bunge, 
Grotefeld & Bunge 


O. A. Espiland, organizer 
T. A. E. Evans, Pres. 


J. W. Hagge, Cash. 


J. H. Finks, in charge 
Joseph Merola, 271 Clifton Ave., 
W. M. Snyder 
Alvin G. Smith, 142 Pine St. 
Clarence W. McKay, 

820 Union Trust Bldg. 
E. W. Gardiner, Wells, N. Y. 


Incorporators: T. C. Cox, Jr.; 
Chas. G. Lee, Jr.; Wm. I. Lee. 


. John M. Orr, Box 525 


C. F. MeGowan, Chairman 


John Hirning, Brookings, 8. D 


. S. R. Adams, Liberty Hill; 


W. C. Parrish; D. K. Wood- 
ward; C. B. Sullivan; S. R. 
Adams, Austin, 







CHANGES DUE TO CONSOLIDATIONS 


2 consolidations; 6 successions; 14 mergers; 6 taken over; 11 title changes; 4 purchases; 


Strate & Town 


California 
Burbank 


Connecticut 
Bridgeport 
Norwich 

Florida 


Fort Pierce 


Georgia 
Atlanta 


Illinois 
McLean 


Paris 

lowa 
Decorah 
DeWitt 
Tipton 

Kansas 
Bucklin 
Eureka 
White Water 

Louisiana 
Hammond 


Maine 
Portland 


PRESENT NAME 


Bank of Italy National Trust Farmers & Merchants $ 
Bank and First National 


& Sav. Assn., 
Branch 


Burbank 


Former NaME 


Bank in Burbank 


City National Bank & Trust City National 


oO. 
The Uncas-Merchants 
National 


St. Lucie County 


City Savings Bank & Trust 


0. 


McLean State Bank & Trust 


0. 
First National Bank & Trust 


Co. 


Winneshiek County State 


First National 
Tipton National 
Farmers State 
Citizens National 


Pank of Whitewater 


Hammond State Bank & Tr 


Co. 


Fidelity Trust Co. 


Merchants National and 


Uncas-National 


St. Lucie County Bank 


Trust Co. 


City Savings 


McLean State 


Isabel State Bank, Isabel, Ill 


Farmers Savings Bank, 


Frankville, la. 
(Postville P. O.) 


Farmers & Merchants Bank, 


Welton, Ia 
City National 


Kingsdown State Bank, 


Kingsdown, Kan. 
First National Bank in 
Eureka 
Peoples State 


Hammond State 


Westbrook Trust Co., 


How CHANGED 


Merger 


Title 


Merger 


k Succeeds 


Title 


Title 


Taken over 


Purchased 


Absorption 
Sueceeds 
Merger 
Consolidation 
Merger 


Title 


Merger 


CAPITAL 


$100,000 


180,000 


60,000 


50,000 
25,000 
50,000 
30,000 


75,000 


ABSORPTIONS AND CHANGES IN TITLE 


; 3 absorptions 


SuRPiLvus 


> . PRESIDENT CASHIER 
& Prorits 


M. G. Taylor, Mgr 


Chas. E. Hough H. B. Terrill 


Henry F. Powers Chas. D. Greenman 
’.-P. 


$76,280F.G. MeMullen C. S. Marvel 


38,9608. T. Weyman A. B. Chapman, 


Treas. 


31,620 Frank W. Aldrich John W. Baker 
C. J. Weiser, Jr F. T. Bulman 


10,000C. J. Lynch R. D. Swartzlender 


10,000 A. E. King Paul Taylor 
17,230 L. A. Ladd R. L. Marlin 
15,9003. D. Joseph J. D. Joseph 


117,150 FE. Richardson H. M. Herbert 


brook, Me., with branches 
at Cumberland Mills and 
South Windham, also the 
Yarmouth Fidelity Trust 


Minnesota 
remidji 
Minneapolis 


St. Paul 
Willmar 
Missouri 
Stoutland 
Montana 
Butte 
New Jersey 
Paterson 
New York 
New York City 
Boro of Bronx 
New York City 


Rochester 


Saugerties 
North Dakota 

Fargo 

hio 

Cleveland 


Dayton 


Newark 

Ridgeville Corners 
oma 

Bartlesville 

Tulsa 


Pennsylvania 
Auburn 
Clymer 
Patton 
Pottsville 


South Dakota 
Brookings 
Yankton 


Tennessee 
Memphis 


Murfreesboro 


Sharon 
Texas 
Houston 


Marshall 


Washington 
Seattle 

West Virginia 
Sistersville 


Wisconsin 


Milwaukee 


Security State 


Foshay Trust & Savings 


Foshay State 
Kandiyohi County 


First National 


Metals Bank & Trust Co. 


Labor National 


Bank of United States 


(Prospect Ave. Branch) 
ommerciale Italiana 


Banca 
Trust Co. _ 
Union Trust Co. 


First National Bk. & Tr. Co 


Dakota National 


United Banking & Trust Co 


City National Bank & Trust 


Co. 
Union Trust Co. 
Ridgeville State 


Central National 


First National Bank & Trust 


Co. 


Bank of Auburn 
Clymer National 
First National 


The Pennsylvania National 


Bank & Trust Co. 


Brookings County 


First National Bank & Trust 


Co. 


Manhattan Savings Bank & 


Trust Co 
Commerce Union 


Bank of Sharon 


Marine Banking & Trust Co. 


Marshall National Bank & 
Trust Co. 


First Greenwood National 


Union National 


Co., Yarmouth, Me. 


Hines State Bank, Hines 
Peoples Trust & Savings 


Guardian State 
Union State 


Peoples 


W. A. Clark & Brothers, Bkrs 


Labor Co-operative Nat'l 


Cosmopolitan 


DiSesa & DiSesa 


National Bank of Rochester 


First National 
Security National 
Lake Erie Trust Co. 
City National 


Franklin National 
Ridgeville Savings 


Exchange National 


First National Bank and First 
Trust & Savings Bank 


First National 

Union Deposit 

Grange National 
Pennsylvania National 


Brookings National 


First National Bank andFirst 


Loan & Trust Co. 


City Savings Bank and 


Fidelity Bank & Trust Co 


Bank of Readyville, 
Readyville, Tenn. 
Farmers 


Labor Bank & Trust Co. and 
Marine Bank & Trust Co. 


Marshall National 


Greenwood National 


First National Bank, 
Sardis, Ohio 


Taken over 
Title 


Title 
Taken over 


Taken over 
Purchased 


Title 


Absorption 
Merger 

Title 

Taken over 
Consolidation 
Merger 


Succeeds 
Succeeds 


Merger 
Merger 


Succeeds 
Absorption 
Merger 
Title 


Succeeds 
Merger 


Purchased 
Merger 
Taken over 


Merger 
Title 


Title 


Purchased 


First Wisconsin National Bk., Central State Bank and First Merger 


"200,000 


40,000 
100,000 


25,000 


300,000 


4,000,000 


2,000,000 
750,000 
300,000 

2,500,000 

50,000 

"200,000 


50,000 
50,000 


35,000 


300,000 


100,000 


49,100 A. L. Warner Perry 8. Johnson, 
Sec. & Treas. 

Joseph Bellis 

N. H. Tallakson 


L. M. Calkin 


A. L. Roth 
31,415J. B. Hong 


10,870C. E. Carlton 


185,780 Louis V. Hinchcliffe Tracy V. Scudder 


1,811,160 A. H. Seibig Arthur W. Pleister, 
Treas. 


W. F. Grieser 


J. H. Franklin 
F. A. Knape 


1,250,000 W. G. Davidson 


60,000 W. T. Suter 
D. K. Shoop 


750,000 R. O. McClintock Roscoe Adams 
Surplus 


63,3758. B. Vernon H. H. Koerper 


444.290 F D. Yuengling Edward M. Burgan 


5,000G. A. MeGarraugh A. R. Johnson 
15,000 E. R. Heaton F. R. Wynn 


James R. J¢tton, |B. H. Carter 


28,610 R. H. Jackson R. S. Moore 


207,430 Will F. Miller P. C. Rehrauer 


81,190J. T. Ramey P. W. Anderson 


Mitchell Street Branch Wisconsin National Bank, 


Mitchell Street Branch 
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CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 13th and Farnam 
Sts., Omaha, U. S. A. Lithographers, Embossers 
Stationers, Office Furniture. 7*-12 ti 


SAFES—Used, Screw Door, 
posit Boxes, Vaults, etc. 
Pearl Street, Cincinnati, 


Bank Safes, De 
John Murray, 126 E. 
Ohio. 6*—12 ti 





SITUATION WANTED 


Young man, age 
banking experience, now employed as_ bank 
teller in small town, desires an opening with 
larger bank. Least salary considered $150 per 
month. Excellent bank references. Address 
Box 150, care of THE BANKERS MONTHLY, 536 
So. Clark St., Chicago, Ill. 9*—4ti. 


twenty-six with four years’ 


For Sale 

Electric First National Bank sign. 37% 
feet high, 41% feet wide. Name in three lines 
of letters four and eight feet in height. Border 
has red caps for lamps. Original cost $2400. 
In fine condition and ready for immediate in 
stallation. Ideal for use on top of building. 
Can be bought at bargain price. Tom M. 
Davis, Bldg. Mgr., First-Citizens Trust Co. 
Columbus, Ohio. 11*-1 ti 





NEW SAVINGS 
ACCOUNTS 


May we send you an interesting 
new folder illustrating and de- 
scribing illuminated signs for 
use in banking rooms? 


Ask for Folder B. M. 


DAVENPORT-TAYLOR Mrc. Co. 
412 Orleans St. 318 Little we 136 W. 43rdSt. 
CHICAGO BOS TON NEW YORK 


Greeting New Depositors 


The world’s best known lesson in savi 

—“The Gleaners,” steel engraved, cand 
form, suitable text, personal signature, 
make a lasting greeting. Sample gladly. 


The Frank Martin anes 
Marshall Building levelan 





aTEEL STRONG BETTER pono ol TOOLS 
BETTER Ci COIN i TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 
per Cabinets. 


Sold By Leading Bank Stationers 
The C. L. Downey Co. Cincinnati, Ohio 


941-943-945-947 Clark Street 
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Georgia Improves Its Banking 


One of the most important ad- 
dresses before the Clearing House 
Section of the A. B. A. was that of 
Haynes MeF adden, publisher of the 
Southern Banker. The gist of his 
talk is summed up in the following: 

Under the spur of stern necessity 
in Georgia we have put 10 principles 
to the acid test. They have been 
weighed in the balance and have not 
been found wanting. They improve 
earnings, they make stronger and 
better banks, and they produce no ill 
effects from the loss of good will or 
from publie distemper. 

These principles, as advocated by 
the Georgia Bankers 
clude : 

1. The service charge on un- 
profitable accounts (usually 50 cents 
a month, minimum balance $50.00). 

2. Service checks 
funds 


Association, in- 


charge on 
against insufficient 
(usually 25 cents per item) 


3. Service 


drawn 


charge on notes al- 
lowed to run over due (usually 25 
cents a day plus accrued interest ) 

4. Service charge for overprint- 
ing checks (usually actual amount of 
the printer’s bill) 

5. Service charge on small loans 
figuring less than $1 discount (the 
difference between $1 and the actual! 
amount of interest is calculated as a 
service charge. This avoids liability 
for usury). 

6. Exchange on __ out-of-town 
checks cashed by non-customers. 

7. Fee for cashier’s checks. 

8. Limitation of interest on time 
and savings deposits. 

9. Statements of assets and liabil- 
ities from all borrowers in excess of 
$500 required. 

10. The establishment of credit 
bureaus for the interchange of infor- 
mation between banks to forestall 
duplicate and multiple loans. 

Many banks also charge for mak- 
ing out income tax returns, auto- 
mobile license applications, wills, 
deeds, mortgages, escrows and other 
forms of service that represent ex- 
pense to the bank and possess value 
to the public. 

Not alone in Georgia but in every 
state in the union this idea is taking 
hold. It is estimated that the total 
number of banks enforeing the same 
or similar rules is around 11,000. 
The experience of these 11,000 banks 
almost without exception has been 
that none has lost any business that 
it was not better off without. 
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